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"Where there's a chance for profits... 3 
there’ s a Hackney LP-Gas container to help you make itt 


Hundreds of ways to use LP-Gas... 
and a Hackney LP-Gas container 
for every use 


Cylinders 
All sizes and types 
removable cap 
permanent collar 
removable hood 
4 horizontal sizes 


Systems 


Shoulder-mounted fittings 

ae Heit fittings 
nd-mounted fittings 

Underground type 


Lift Truck Cylinders 
4 sizes— 
20 models 
Removable type 
Permanent type 
Vertical and horizontal models 
“Universal” design (combina- 
tion vertical or horizontal 
mounting) 


Fuel Tanks 
Tractors 
Hackney LP-Gas cylinders—1 to 420 pounds Trucks 
Taxis 
Lift trucks 


Delivery Trucks 
Twin-Barrel 
Single-Barrel 
4 popular sizes 


Deluxe equipment 
Standard equipment 
Operator’s choice 


Transports (T-1 Steel) 


Made to operator’s needs— 
based on tractor power, state 
laws, choice of service equip- 
ment 
Hackney system tanks 
Liquid Meter Provers 
2 sizes: 100 gallons 
53 gallons 


Bulk Storage Tanks 


LP-Gas 
Anhydrous ammonia 


— Sizes up through 30,000 gallons 


lift truck 7 y Hackney 
cylinders iti 100-pound, 
Double-Bottom 
cylinders 


Send for new bulletins on Hackney 
LP-Gas containers for any need. 
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The surest way to thaw extra profit out of space heater appliances is to specify ‘ 
controls that operate dependably to safeguard your product reputation and cut Inquire today... 
service costs. The Robertshaw Unitrol 110S provides dependable, low cost return ponte 
air sensing element operation. The new Unitrol 110SR combines the economy and 
dependability of the 110S with the increased bummer efficiency provided by a built-in 
pressure regulator—plus compactness! The Unitrol 1000 provides inventory-saving CONTROLS COMPANY ae 
change-over units for manual, automatic, and wall thermostat operation. GRAYSON CONTROLS DIVISION. LONG BEACH. CALIF. 





ALUMINUMCASE AL-110-LPG METER — 
Designed for medium-sized homes with 
space heating and for small commercial 
loads. Compact, light weight, die-cast alu- 
minum alloy construction provides high 
resistance to impact damage... reduces 
shipping and handling costs. Rated capacity 
110 cfh propane at %-inch w.c. differential 
— 5 psi working pressure. Available with 
%, ¥2 or %-inch F.P.T. connections — 
shipping weight 17 Ib. 


HERE’S HOW LP-GAS LOADS GROW WITH AMERICAN METERED SERVICE 


WELDED STEELCASE WC-45-LPG 
METER — Light weight, sturdy, 
economical — ideal for average 
domestic services without central 
heating. Incorporates removable 
soldered top, internal, counter-type 
index, Nylon valve guides and 
bellows-type, molded Duramic 
diaphragms for LP-Gas service... 
lifetime corrosion protective finish. 
Rated capacity 45 cfh propane at 
¥Y-inch w.c. differential — 5 psi 
working pressure — %2-inch F.P.T. 
connections — shipping wt. 8 Ib. 


LP-Gas meters bring “utility-type” service to your 
customers. Metered service builds confidence and 
helps you sell more gas and gas appliances for the 
7 big household jobs. American LP-Gas meters 
save money for you, too—cut delivery costs by 
ending cross-hauling and out-of-fuel calls ...make 
possible increased storage on customers’ premises 
More and more industry leaders every day are 
profiting from the load building advantages of 
American metered service. 
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AMERICAN Ka 


METER COMPANY 


INCORPORATED CESTABLIESHED #86369 


GENERAL SALES OFFICE: Philadelphia 16, Penna. * Albany * Alhambra * Atlanta * Baltimore * Birmingham * Boston * Chicago © Dallas 
Denver « Erie * Houston * KansasCity * Los Angeles * Minneapolis * New York © Omaha « Pittsburgh « San Francisco « Seattle 
Tulsa * Wynnewood * IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario * Calgary * Edmonton ¢ Montreal * Regina * Vancouver 
SUPPLIERS TO THE GAS INDUSTRY for Ironcase, Tinned Steelcase, Aluminumcase, and Welded Steelcase Meters * American-Westcott Orifice 
Meters * Instruments « Reliance Regulators * Apparatus * Valves 
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A Beer-town tale 


Milwaukee is a town full of 
homey, amusing little stories. If 
you carefully examine your local 
paper, you’ll be amazed at how 
many of its little humourous anec- 
dote “fillers” have a Milwaukee 
date line. Several years ago, for ex- 
ample, Milwaukeeans became so 
concerned over a mallard hatching 
an egg on a wood piling alongside 
the Wisconsin Avenue (main 
street) bridge, that buses regularly 
stopped on the bridge to let pas- 
sengers check on the expectant 
mother! 

All this is by way of introducing 
the story below. Since one of your 
editors spent nearly thirty years 
in Milwaukee, he knows what goes 
on there and can vouch for this 
story, although he hasn’t been 
there for years. The story, as a 
clipping from the Milwaukee Jour- 
nal, was sent in by LPG dealer Joe 
Pulling of Drake Bottled Gas Inc., 
Joliet, Il. 

Fourteen years ago, the William 
Ieldsteins switched from gas to 
electricity when they moved into 
a new home in suburban Whitefish 
Bay. One exception was an old gas 
refrigerator, which they put in the 
basement for occasional use. Not 
too long ago, Feldstein learned 
what the gas bill was running and 
disconnected the box. The gas bills 
were lowered, but they continued, 
so the utility was called. The ser- 
viceman found no leaks, but told 
Feldstein there was a charge for 
the meter. Feldstein ordered it 
taken out. 

That night, the Feldsteins had 
no hot water. Feldstein checked the 
electric meter box and found the 
switch marked “hot water” had 
been turned off. He turned it on. 
Still no hot water. It was now very 
late, but the electric company was 
called. A trouble shooter arrived 
at 2:30 a. m. and quickly an- 
nounced “You have a gas water 
heater!’’ Contritely, Feldstein 
phoned the gas company. At 4:30 


January 1960 


BEHIND THE SCENES 


a. m., a new gas meter arrived. The 
Feldsteins had hot water again. 

There must be several morals to 
this tale. We’ll leave you to draw 
your own. 


BACK TALK 


Unexpected bonus 

Los Angeles, Calif. 
We would like to secure 40 copies 
of an article appearing in the Sep- 
tember 1959 issue of BUTANE- 
PROPANE News. The article is on 
page 109 and 110; the subject is 
“Unexpected bonus pays for con- 

version in less than one year.” 
HAROLD L. COSTELLO 
Imperial Gas Co. 


Golden Gas' window flame 


Denver, Colo. 
Do you recall the little story I 
wrote for the April 1959 issue 
about the flame in the Golden Gas 
Co. window? Ernie Knutzen, the 
owner, tells me that he has had 
some 25 letters about that story. 
One or two from Canada. B-P 
News does get read! 
J. ARTHUR THOMPSON 


When an LPG dealer from Chile 
visited the BPN office shortly after 
the article appeared, he was clutch- 
ing an April copy, with the page 
opened to the Golden Gas flame 
story! And one of his first ques- 
tions was about the unique display. 
Incidentally, the story about Golden 
Gas’ Colorado Centennial tie-in 
(November ’59) contained a typo- 
graphical error. Nick Linenberger 
is the firm’s service manager, not 
its manager.—Ed. 


Christmas sentiment 
Huntington, W. Va. 
We wish to thank you for the 
very nice lay-out on both our gas 
log and portable gas heater in 
your October ’59 Christmas Sell-O- 








Rama issue. For your information, 

we have received 12 inquiries the 

first couple of days and anticipate 
some sales on both items. 

J. O. CLAGG 

Armstrong Products Corp. 


Emergencies 

New York City 
In your October 1959 issue there 
was an article entitled “How to 
Handle L.P. Gas Emergencies,” by 
H. T. Markee, A. F. Dyer, and Paul 
W. Tucker. . . .We are a pioneer in 
the underwriting of L.P. gas risks, 
and presently insure a considerable 
number of them. We consider this 
to be an excellent article, and one 
which is very much needed at this 
time. If you plan to make reprints 
available, we would purchase 
around 500 of them. ... We would 
like to make it available to our 
field inspection staff and to our 

LPG policy holders. 
L. R. BARBER 
Fidelity & Casualty Co. 
of New York 


Delaware Water Gap, Pa. 
I would like to receive 25 copies. 


H. NASH 
Ronson Corp. of Pa. 


Mr. Barber’s and Mr. Nash’s or- 
der have been filled. We still have 
some left—at 15 cents each.—Ed. 


Paramus, N. J. 
In order to give the hundreds of 
people in attendance at our propane 
safety meetings a concise and easy 
to read bulletin on propane fires, 
we reprinted your October 1959 ar- 
ticle which we feel is the best avail- 
able. . . . We had several hundred 
reprints made of the article to dis- 
tribute to the people responsible in 
case of fire. . . . This is the best 
concise two pages ever written 
about propane fires and emergen- 
cies and we wish to thank you for 
publishing it. 
A. R. JELTES 
H. R. Ritter Trucking Co. 
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Your One Supplier with everything in L. P. gas 
and Anhydrous Ammonia Equipment 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 
point—rear compartment. 














BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 


Also a complete line of accessory 
equipment. 











Blush Peach 
Sunshine Yellow 
Mustard Lime 
Eureka Orchid 
Lake Blue 





COLOR —The Modern Trend! 


"Pastels By Pasley” Bring your LPG Equipment up to 


date. Available in the following 
colors . . . (write for information) 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 

Desert Rose 
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We’re giving you plenty of help! 


Once you’re a member of the “Put Yourself in Hot 
Water” Club, you'll receive by return mail a power- 
packed merchandising kit, designed to help you sell 
more and better water heaters. This kit includes: (1) 
It’s only natural that the makers of the a set of 10 selling tips on 3 x 5 cards that will help you 
‘ merchandise and sell more water heaters; (2) a sample 
world’s finest thermostats also make of a glamorous, 20-page, 4-color brochure that tells the 
the world’s finest water heater controls housewife how a proper supply of hot water can lighten 
her work (additional quantities can be ordered with 
either a Honeywell message or a product message from 
your supplier imprinted within); and (3) a sample of 
the stickers, to be personalized by yourself, that can 
be placed on water heaters when making service calls 
(these stickers list the trouble spots the consumer 
should watch). An order blank is included for addi- 
tional quantities of any of the above. 


A contest for wholesaler salesmen, too! If you’re 

a wholesaler salesman, you can win a valuable deluxe 

calendar watch for signing up and helping any one of 

. the 4 retail winners. What’s more, you’ll be helping 

Deluxe Model V5131. Standard Model V5130. each and every one of your dealers sell more water 
Available with long or Available with long or heaters! So, talk to your customers today, get them 
short element or tube short element or tube— to join this exciting new club! Write Honeywell for 


—with or without pres- with or without pressure : a Pay 
sure regulator. regulator. further information on how you can participate. 
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* 4 SEPARATE CONTESTS! 
* 4 DIFFERENT TRIPS! 


* 4 CHANCES TO WIN! 


Simply enter Honeywell's big 
“PUT YOURSELF IN HOT WATER” CLUB! 


Imagine basking in sunny Bermuda, beautiful 
Acapulco, exciting and mysterious Jamaica... 
or visiting the fascinating Banff National Park 
in Alberta... with all expenses paid! 


HERE’S HOW IT WORKS: Honeywell will award four sepa- 
rate 7-day trips to four different winners during the 
next twelve months. The winner of the first contest 
(running through January, February and March) will 
visit Bermuda in April; the second winner (April, May, 
June) will visit Banff National Park in July; the third 
winner (July, August, September) will visit Jamaica 
in October; the winner of the fourth contest (October, 
November, December) will visit Acapulco in January 
’°61—all winners may elect to take an alternate prize 
of $1,000. 


To join the club, simply fill out the entry blank below, 
indicating that you agree to the conditions therein. 
Then, write a paragraph on what else you plan to 
do during the first three-month contest peviod to pro- 
mote and sell water heaters. For example, every time 
a customer phones, you might inquire about the con- 
dition of their water heater. Or, you might set up a 
reminder system to mail water heater literature to 
each prospect six months after every call. 


‘Put Yourself in Hot Water’’ 
P. O. Box 431, Chicago 77, Illinois 


Contest is open to contractors, dealers, plumbers, 
merchandising utilities and other water heater retail- 
ers. Entries will be judged by the staff of R. L. Polk 
& Co. on the basis of originality, uniqueness and apt- 
ness of statement and their decisions will be final. 
All entries must be postmarked no later than the 15th 
day, second month of each contest period: Feb. 15th, 
May 15th, Aug. 15th and Nov. 15th. In case of a tie, 
the entry with the earliest postmark wins. Winners 
will be notified by mail. Enter as often as you like— 
but, you must renew your membership in Honeywell’s 
big ‘‘Put Yourself in Hot Water’? Club every three 
months or at the start of each contest period. 


Big bonus prize, too! If you are a winner—and 
have displayed a Honeywell-controlled water heater 
in your place of business during the entire last two 
months of that contest period—you will receive a $500 
savings bond! You can also qualify for a $500 savings 
bond, assuming you’re a winner, if you’ve installed a 
Honeywell-controlled water heater at any time during 
the contest period. 


Honeywell 


HERE’S WHAT ELSE I PLAN to do during the 
first three-month contest period to promote and 
sell better water heaters: 


HERE’S MY ENTRY for the “Put Yourself in Hot Water” 
Club and my wholesaler salesman’s name, if he has helped me 
enter. I agree to try and sell a new water heater on every call, 
or leave a reminder sticker where a new heater is not needed; 
to try and sell a unit of better quality to every water heater 
prospect; to use all merchandising aids supplied by my 
manufacturer and Honeywell. 

















Signed 
Address . 


(Wholesaler’s Address) (City) fi 


Most of my water heaters are. 5: | | eee noes Re ake e Aer 
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CONVENIENCE 


y AND GREATEST 
uBINATION VALVE 


LLING CAPACIT 
oN OF ANY CO 


Fi 


oF CONNECT! 
iNDUSTRY* 


THE LP GAS 





@ Vapor EQUALIZING ... 

Capacity is equivalent to an indi- 
vidual vapor equalizing valve 
handling 4400 CFH at 100 psi. 


@ VAPOR SERVICE VALVE... 


Allows direct connection of reg- 
ulator without use of a pigtail 
or elaborate bracket. 


© FILER VALVE... 

Has highest filling capacity— 
60 GPM propane at 10 psi pres- 
sure drop. Horizontal filling sim- 
plifies hook-up and increases 
hose life. 








LITTLE JOE 


LOW SILHOUETTE 
FOR SMALLER 
HOOD DESIGN 


@ May be wrenched from all 
four sides without strain on 
valve components—NO special 
wrench required. 


5] Liquid directional tube in- 
cluded with assembly. 


IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD...CHANCES ARE IT’S CONTROLLED BY... 














FISHER GOVERNOR COMPANY Marshalitown, lowa 


SINCE 1880 
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Fifty-nine was fine for fuel. Performing its oneal service, Phillips Petro- 
leum Co. in mid-December released its estimates of LPG industry totals for 
'59. AS expected, fuel sales again broke all recerds. The most startling 
fact, however, was that December sales exceeded 1 billion gal., equal to the 
total for the entire year of 1944. Biggest gairs were in chemical manufac- 
turing and refinery uses, but domestic, commercial, and carburetion loads 
continued to show healthy increases. For a detailed breakdown, see page 58. 





All LPG appliances also did well. In every one of the categories used in 

the Phillips Report, LPG appliances showed a gain. Percentages of increase 
over '58 sales figures ranged all the way from 4.7 per cent for direct heat- 
ing units to 88 per cent for built-in ranges. The latter figure is some 30 
per cent above the percentage increase Shown by all built-in gas ranges. 

The LPG built-in sales total for '59 was an estimated 74,000. A gain that 
was perhaps just as significant and welcome was the one shown by warm air 
furnaces, up 37 per cent. Here are the '59 LPG appliance sales totals (with 
the '58 totals in parenthesis): domestic ranges, 428,000 (355,400) ; auto- 
matic water heaters, 353,000 (283,000); warm air furnaces, 100,000 (73,200) ; 
vented recessed wall heaters, 80,000 (55,500) ; direct heating units, 400,000 
(382,000); and floor furnaces, 29,000 (20,700). The LPG industry's share 

of total gas appliance sales increased in three instances: automatic water 
heaters, up from 1l to 15 per cent; vented recessed wall heaters from 15 to 
17 per cent; and floor furnaces, from 26 to 30 per cent. The share remained 
the same in the other three cases: ranges, at 20 per cent; warm air fur- 
naces, at 10 per cent; and direct heating units, at 27 per cent. While gas 
air conditioner sales increased substantially, the LPG industry's share of 
that market was small. However, the report found the gain "encouraging." 





What do the surveys say for '60? Taken Separately, their messages are 
encouraging, but when compared, they become confusing. Surveying its 
members, who make up the bulk of the gas appliance industry, GAMA came up 
with a rather static picture, moderate decreases balancing moderate in- 
creases. The latter would probably lead to new records for built-in ranges, 
furnaces, and boilers. On the other hand, the Institute of Appliance Manu- 
facturers found a somewhat contrary, much more optimistic picture after 
polling top management in 31 of the biggest appliance factories. As if to 
add further bewilderment, the American Home Laundry Manufacturers’ Associa- 
tion predicts a complete reversal in the growth trend of dryers. Here's how 
the percentages compare (in the IAM and AHLMA results, the forecasts for 
the competition, either electricity or oil, are given in parenthesis): 





GAMA--free-standing ranges, down 0.6; built-in ranges,‘up 19.3; ranges 
combined, up 2.9; furnaces, up 0.5; boilers, up 3.3; conversion burn- 
ers, down 7.4; central heating combined, down 0.1; automatic water 
heaters, down 0.1; direct heating equipment, up 1.2; duct furnaces, up 
5.8; vented recessed wall heaters, down 1.5; floor furnaces, down 13.4; 
incinerators, up 8.4; commercial gas ranges, up 1.5; and unit heaters, 
up dele 
IAM--free standing ranges, no change (up 10); built-in ranges, up 20 
(up 10); Space heaters, up 5 (up 10); wall furnaces, up 15 (up 20); and 
water heaters, up 10 (no change). 
AHLMA--clothes dryers, up 3 (up 7). Note that the percentage of increase 
for electric dryers is more than twice that for gas, whereas in '59 the 
percentage increase of gas (26 per cent) was more than twice that of 
electric (12 per cent). 

Continued on next page 
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The industry started off the new year with a big safety handicap: approxi- 
mately 1000 units of a deadly heater are still in use somewhere in the 
United States and Canada. One thousand of the lethal heaters have already 
been taken out of service, but not before 16 people were killed. The model 
involved is the 8000-Btu Thurm made by Thurm Engineering Corp., Elkhart, 
Ind. About 2000 of these models were sold in the last 18 months. They were 
installed in 82 makes of 10- to 18-ft travel trailers. Usually labeled 8 M 
or 8 MNS, the heater is a wall panel unit with an opening measuring 13 by 
19 in. Alvin Siefert, president of Thurm Engineering, said the model was 
"borderline faulty," needing improvements in the firebox and stack ventila- 
tion holes and a safety-shut-off device. He places much of the blame on the 
trailer industry, saying the trailer manufacturers would not pay for a 
safety device and would not spend more than $13 per heater. He added that 
in every one of the death trailers, venting was via a short elbow through 
the wall rather than a more expensive but more efficient straight pipe 
through the ceiling. Thurm Engineering and federal and state authorities are 
continuing their efforts to trace the still unlocated heaters. 





Good safety news--NFPA's final figures for '58 indicate that again gas was 
the safest fuel, causing only 3 per cent of the total building fires. Gas 
caused 25,000 fires, as compared to the 117,000 attributed to electricity. 
Electric appliances alone caused 44,600 fires. In the heating and cooking 
categories, gas caused 15,000 fires while oil caused 54,800. For comparison 
purposes, smoking and matches caused 150,000 building fires. Here's a pair 
of safety slogans to quote to customers: you're safer with gas than with 
your own children (31,600 fires) or lightning strikes more often (33,400 
fires) than gas. 





Final '59 developments._In the closing weeks of the year, two technical 
developments--both of great potential benefit to the LPG dealer--came to 
light. Commissioned four years ago by the AGA to develop a device to make 
the gas air conditioner competitive, Battelle Memorial Institute announced 
that it had developed a free piston refrigerant compressor and had sold 
exclusive manufacturing and marketing rights to Robertshaw-Fulton Controls 
Co. For the complete story, see page 92. A more plentiful and less expen- 
Sive supply of LPG should result from a simplified processing plant devel- 
oped by Delta Tank Manufacturing Co. to recover LPG and natural gasoline 
from either rich or lean natural gas streams. For the complete story on 
this development, see page 90. 





A_research project of considerable significance has been launched down in 
Texas and the bill is being footed by an LPG wholesaler. High Plains Re- 
search Foundation at Halfway, Tex., has been awarded $7500 for a one-year 
Study to determine the ability of LPG flame cultivators to lower cotton 
production costs. The forward-looking LPG firm, Gene Bumpus Inc., Plainview, 
Tex., now run by William Taylor, is supplying two LPG flame cultivators and 
authorized the foundation to hire a college-trained researcher. It is 
believed that the flaming device will eliminate weeds for about $5 per 

acre, compared to $12 to $16 for hoe cultivation. 


The nation's second home-size gas refrigerator should be entering the market 
as you read this. A Norge entry, the box combines a Norge electric model 
cabinet with a refrigeration unit made by Electrolux in Sweden. The unit 
bears considerable resemblance to its established competitor, the RCA Whirl- 
pool, which was developed from the: Servel, which, in turn, stemmed from - 
the Electrolux box marketed in this country many years ago. 


Indust ioneer Colonel Ellsworth L. Mills, vice president and director of 
Bastian-Blessing Co., died of a heart attack Dec. 6. (Details on page 90.) 





NOW YOU CAN HAUL 


11,800 
WATER 
Key Nive)X: 





The new ASME Code and Lubbock Machine "higher payload" engineering 
means you can now haul 10,600 net gallons of propane in some areas with 
aa the Bodyload-and-Pup unit shown above. 


There is a difference in T-1 Tanks! 
Lubbock Machine Engineering is the difference 
Through experience Lubbock Machine has found there are many ways that 
T-1 steel can be used to increase your payload. Let us show you how Lubbock 


Machine experience in engineered transport tanks can solve your payload 
problem . . . write, wire or phone today. 


wipe eer 2 ed Hanis” 


11,000 weeeen ALLON PROPANE SEMI-TRAILER 


LUBBOCK MACH. & SUPPLY. CO. LUBBOCK, TEX 


P: O. DRAWER 1589 @ PO 2-5261 LUBBOCK, TEXAS 
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What’s Suburban’s Big Bonus 


There is one big, powerful reason why Suburban Coun- 
ter-Flo Wall Heaters are the best bank-account builders 
for LP dealers. Just one big reason—customer satisfaction. 

Satisfied customers give you a good reputation—a 
selling point that’s hard to lick. And Suburban Counter- 
Flo forced air wall heaters mean satisfied customers every 
time—for a lot of reasons: 

It’s forced-air heating—and that kind of heating 
gives your customer the best heating comfort any wall 
heater can provide. 

It’s the best forced-air heating—Suburban Counter- 


Flo Heaters have superior engineering, are scientifically 
designed to draw cold air through the top and force 
warm air out at the floor level. 

It’s the best looking heater on the market—looks 
good in any room. It’s a trouble-free performer—auto- 
matically controlled. And it’s a guaranteed performer— 
every Suburban Counter-Flo Wall Heater is guaranteed 
for 20 years. 

Install the heater that will do the most for you, by 
giving the most satisfaction to your customer. Mail the 
coupon today—and get the whole Suburban story. 


FREE DISPLAY—SALES KITS! Suburban supplies you with displays, 


literature, sales helps. Mail the Coupon now! 











or LP Dealers? 


CHOOSE FROM A FULL LINE 
Suburban wall heaters available in 18,000 to 
50,000 BTU models — gravity and forced air. 
Also available — Suburban gas-fired, fully auto- 
matic floor furnaces at the right price! 


Gravity Models 


suNUrOaM 


Built-1n Wal! Heaters + Floor Furnaces + Ranges 


IPO TPMT) 








Samuel Stamping & Enameling Co., 
Dept. BPN-10, Chattanooga, Tennessee 


Please send me, without obligation, all the facts on 


Suburban wall heaters... floor furnaces. 


Name 


Address 















Washington Editor 


* Election year means "voter legislation" 


Rough-and-tumble politics will mark the new year in Washington. Both parties are going to 
fight hard for the White House, all seats in the House of Representatives, and one-third of the 
Senate seats. This will produce lots of “voter legislation”—attempts to raise and extend the 
minimum wage, boost social security benefits and taxes again, raise farm payments, and provide 
help for various large groups. For how it will affect LPG-favored legislation, see page 94. 


* Farm income decline to continue 


Farmers will suffer their second straight income decline in 1960, the U. S. Agriculture Depart- 
ment predicts. Income in ’59, $11.3 billion, was 17 per cent below ’58. This year, it’s expected 
to continue to drop as farm prices decline and costs continue to rise. Some of this decline will 
be offset by higher incomes from other sources, such as industrial jobs. 


* FHA home improvement loans okay for built-in appliances 


Built-in kitchen appliances, including gas stoves and ovens, are now eligible for FHA home 
improvement loans. To qualify, they must be “designed by the manufacturer and installed as a 
permanently attached, integral part of the kitchen.” Such appliances have long been included 
in FHA new home mortgages. 


* New tax for large air conditioners, refrigerators, freezers 


For the first time, federal excise taxes will apply to the larger self-contained air conditioners, 
refrigerators, and freezers. The tariffs will undoubtedly be passed on to the public in the form 
of higher prices. 


* Social security payments, deductions go up 


Employers now must up social security payments for their employees while increasing the 
amounts they withhold. An automatic increase in social security taxes now requires employers 
to pay 3 per cent for each worker, and deduct the same amount. The rate in ’59 was 2% per 
cent. Self-employed persons must now pay 4% per cent, instead of 334 per cent. Both taxes 
apply to the first $4800 earned each year. 


* Seven years left to fudge on income tax! 


Taxpayers who fudge a little, playing the percentages that their return won’t be looked over 
by the taxmen, won’t be able to play this game in seven years. By 1967, new electronic gad- 
gets will check every income tax return in detail. The first machine checking system should 
be in operation in 1961. 
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Information Desk 


How to keep pipelines from corroding . . . 


Problems of uneven heat . 
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Cathodic protection 
prevents corrosion 
Brazil 

Over a distance of 2000 meters 
we have a 2 in. asphalted pipeline 
covered with two layers of plastic 
tape. This pipeline runs approxi- 
mately 1.20 meters under’ the 
earth’s surface. Two railways cross 
over it. It transports propane gas 
from a nearby refinery to our fac- 
tory. 

This pipeline is being damaged 
by a kind of static electricity which 
eats itself into the material, pro- 
ducing a sort of pitting. 

Could you please tell us how we 
can avoid this, in order to elimi- 
nate the damage? 

W. V. Z. 

There may be one or more of sev- 
eral reasons why you are having a 
corrosion problem with the gas line. 

1. There might be a strong electro- 
lytic action in the area, due to stray 
electric currents. Soil conditions and 
dissimilar metals in contact will also 
cause corrosion. 

2. The coating may not be ade- 
quate to withstand the electrolytic 
action to which it is subjected or it 
may be defective. 

3. The coating may not have been 
applied and dried properly, therefore 
a poor seal would result. 

4. The pipe, after coating, may 
have been handled carelessly and the 
coating damaged, which would pro- 
duce holes in the coating. 

5. When backfilling the trench, 
sharp stones or objects could have 
damaged the coating. Some compa- 
nies place a layer (2 or 8 in.) of 
clean washed sand in the bottom of 
the trench before placing the coated 


16 


T T 
Headquarters for L.P. gas 
Information Since 1931 


fail. 





pipe in the trench. The pipe is cov- 
ered with another layer of clean 
washed sand before starting to back- 
fill. This keeps sharp abrasive ob- 
jects from damaging the coating, and 
highly corrosive soil or foreign mat- 
ter from close proximity to the pipe. 

The coating should be carefully 
tested for holidays before final back- 
fill with a suitable testing device. 

Even after using good protective 
coatings, properly applying them, 
testing for holidays, and repairing 
the leaks and then carefully handling 
the pipe during installation, 
leaks may remain in the coating 
where corrosion will develop. It is 
extremely difficult to completely 
eliminate the possibility of holidays 
and they may later develop into an 
otherwise good coating. 

Cathodic protection 
plied to a well-protected pipe, will 
practically eliminate the possibility 
of corrosion. However, cathodic pro- 
tection should be done by someone 
experienced in this form of protec- 
tion against corrosion.—Kd, 
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properly ap- 
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Heat distribution problem 
Alabama 

We have a customer using a unit 
heater in his store. The unit op- 
erates perfectly but heat remains 
near the ceiling. Seems to short 
cycle through unit and floor stays 
cold. 

We have a large number of com- 
mercial buildings using the same 
type unit successfully. The Btu 
rating is more than needed. Can 
you give us any information as to 


. No reason 


why there should be condensation in homes 
.. . How L. P. gas carburetor equipment 
was developed ... Why pilots and burners 


how we can bring heat down, with- 
out blasting the fan directly into 
face of customer? There are 
shelves on side walls and three 
counters with aisles in between 
down floor of building. There is a 
4-foot pocket above two display 
windows at front. There is almost 
no heat at all back under drop ceil- 
ing at rear of building. 

How can we distribute this 
heat? BTC. 
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ADJOINING BUILDING HERE 


The sketches and description which 
you sent indicate that the unit heater 
may be above the level of the 8-ft 
ceiling and quite close to the offset. 
Is the upstairs store room open on 
the sides so that air in the upper 
portion of the main room can circu- 
late through the storage space over 
the 8-ft ceiling? If the air can circu- 
late through the store room areas, 
the location of the unit heater is 
such that the fan can draw air from 
the area over the 8&-ft ceiling. In 
that case the heated air would tend 
to stay in the upper portion of the 
room and circulate in and out of the 
store room areas. 

(Continued on page 22) 
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accurate 
oven control 
down to 


140° 


Biggest advance since 
the “‘burner with a brain’’* 
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NOW, a roast, even the entire 
can be cooked ready-to-serv 
... hours before serving tim: 


No drying out... No w-i-d-e temperatur 


NOW, the homemaker can complete cook- 
ing... hours before serving time. She can 
delay serving for hours ... warm dishes... 
and thaw frozen foods in her new gas oven! 


She can enjoy all these advantages by simply 
turning the new FLAME MASTER* gas oven control 
dial to the LO-TEMP area . . . down to 140°! 


This new FLAME MASTER oven control 
will convert ‘“‘lookers’’ into buyers and here’s 
why —this biggest advance since the “burner 
with be the most-wanted 
feature in new ranges and built-ins. 


a brain’ will soon 


No w-i-d-e temperature swings. Of all oven 
controls, only the FLAME MASTER accurately con- 


Reprints of this ad will soon be mailed 
to leading gas appliance dealers 


trols temperatures from 550 
able only in gas ranges, it’s. 
than can’t be duplicated. 


The new ‘‘no-button’’ au 
a part of this FLAME MASTER 
gives you another sales clin 
out for any reason, the hon 
a lighted match to it! There 
and hold in, no string to 5 
service man. 


Write today for literatu 
be asking about the FLAN 
gas oven control with accur 
Robertshaw Thermostat D 
Fulton Controls Company, 
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entire meal 
-to-serve WX 


° ° Relaxes with Entertains 
Ing time Her Family Her Guests 


Since the completely cooked roast and the entire 
dinner can be held for hours at serving tempera- 


0 aWwinoe ture, the h ker i I ruled by th 
nperature swings os ae -eeaa tallaaaatliaeaaiaes 


ratures from 550° down to 140°! Avail- 
1 gas ranges, it’s a Robertshaw feature 
be duplicated. 


‘‘no-button’’ automatic oven pilot, 
is FLAME MASTER oven control system, 
nother sales clincher. If the pilot goes 
- reason, the homemaker simply holds 
atch to it! There’s no button to push 





n, no string to pull, no waiting for a Ready-to-Serve Meals Can Be 
2. Delayed . . . for Hours 

Now, that the ready-to-serve roast and dinner can 
ay for literature. Homemakers will be delayed for hours, there’s no cause for worry 


i ! 
about the FLAME MASTER—the new if father or guests are late! 


ontrol with accurate LO-TEMP settings! 
w Thermostat Division, Robertshaw- 
itrols Company, Youngwood, Pa. 


VMA 67862 


*Trade Mark 





Warm Thaw 
Dishes Frozen Foods 


And now the homemaker can use her gas oven for 
warming dishes and for faster thawing of frozen 
foods. Example: a 7-lb. turkey can be thawed in 
about 2% hours vs. 28 hours in a refrigerator or 
14 hours at room temperature! 











Here’s the 


new type 


oven control 
that will... 


convert 

“lookers” 
Into 

buyers! 














OPERATING AN 
L.P. GAS Business 


A Handy Reference Library of 12 Practical Booklets 


Each booklet is a collection of the best articles on the titled 
subjects which have appeared in Butane-Propane News. 15 or 
more subjects under each cover, from 48 to 64 pages of infor- 
mation written by authors recognized for their experience in 
the industry and their technical know-how. 


Problems of Management 

Bulk Plant Design and Operation 
Fuel Transfer with Pumps & Compressors 
Servicing Domestic Appliances 
Consumer Bulk Systems 

Selling 

Commercial Applications 
Industrial Applications 

Farm Applications 

. Poultry Brooding and Incubating 
Power 

. Town Plants 
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Available separately or as a set 


BUTANE-PROPANE News 


198 S. Alvarado St., Los Angeles 57, Calif. 


Please send me, postpaid, the booklets ordered below. 


| enclose $ in full payment. 

(In California add 4% sales taz.) 
[] Complete set of 12 $8.55 

INDIVIDUAL BOOKLETS 
[] No. |—$1.00 [] No. 5—$1.00 [] No. 9— .50 
[] No. 2—$1.00 [] No. 6—$1.00 [] No. 1O— .50 
CT No. 3—$1.00 [] No. 7— .50 7 No. 11—$1.00 
] No. 4—$1.00 [] No. 8—  .50 [] No. 12— .50 
Company 
Name 
Address 


City & State 


ORDER FORM ---------- eneeneees 








ptwentee 


3 

























Sales 


Profits 


Performance 


and 


Competitive 


Prices 


D.w. WHITEHEAD 
automatic 


as 


water 
heaters 
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especially 3 
designed for XL Pr GAS 
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liberal 10-year guarantee 
Nationally Advertised 





D.W. WHITEHEAD MFG. CORP. 
145 East State Street, Trenton, N. J. 
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Letters * continued 


(Continued from page 16) 

If the store room is separated by a 
tight partition, it is conceivable that 
the location of the unit heater would 
tend to draw air from the sides and 
near the ceiling instead of from the 
open room below the 8-ft ceiling. A 
horizontal circulation of air would be 
set up and little heat reach the floor. 

The large heater causes short runs 
and does not keep the air circulating 
through the room. If the heater has 
multiple burners, one or two of the 
heating elements may be turned off 


or the gas lines to them blocked off. 
This would cause the unit heater to 
operate for longer periods of time 
and provide a steady circulation of 
air. 

It is also possible that due to the 
heater location the counters in the 
middle may be blocking circulation 
of air near the floor. 

A scoop placed on the suction side 
of the heater fan that would cause it 
to draw air from below the 8-ft ceil- 
ing, may tend to move the heated air 
down toward the floor, since air 
would be drawn from below the 8-ft 
ceiling by the heater. Lowering the 





with BEACON you cet 


nee : a : 


and here's why 


Dwindling supplies, late deliveries, repeated calls or telegrams... 
a contract with BEACON protects you from these and other head- 
aches no matter what the reason or the circumstances of delivery. 


Call, write or wire Beacon Petroleum Company for further information. 








PETROLEUM COMPANY 


P.O. BOX 2100 © PH. LUther 5-5553 @ TULSA, OKLA. 





heater, if possible, would have a 
similar effect. The counter may be 
causing some of the lack of circula- 
tion. Re-location of the heater or 
possibly replacement with two 
smaller heaters may be helpful. 

We believe that the location of the 
heater is poor and does not give the 
heater a good opportunity to set up 
free air circulation. Moving the 
heater to the other end of the room 
or away from the wall behind it 
should give better results. 

Compare it with some of your 
other installations that are working 
satisfactorily, and see where they 
differ.—Ed. 


Se 


Why does condensation 


form in some homes? 

Mississippi 
We are getting quite a few com- 
plaints about condensation forming 
in homes heated with L. P. gas. In 
some of these homes it runs down 
the walls. Several are homes 
where we have had butane in five 
or six years and all of a sudden 

moisture becomes a problem. 
nial Dae 8 


There is no reason that your cus- 
tomers should suddenly start having 
trouble with condensations in their 
homes, unless there has been some 
change, either in the heating system 
or in the house. No water vapor 
should enter the rooms from heating 
systems which are vented such as 
wall or floor furnaces. 

It is possible that a leak has de- 
veloped in the combustion chamber 
either from gaskets burning out, the 
chamber cracking or burning 
through, or the cover on the opening 
through which the pilot burner is lit 
being left off or not properly in 
place. 

The home owner may have made 
some changes to tighten openings 
and reduce the infiltration and circu- 
lation of air. In such cases cooking 
or the use of hot water will develop 
a greater concentration of water va- 
por in the house than previously ex- 
perienced and cause more condensa- 
tion on the cold surfaces. It is also 
possible that more cooking is now 
being done, or more running water 
is being used in the home than pre- 
viously. Another item may be that 
the weather is colder than previously 
experienced and therefore the walls 
are colder than during prior seasons. 

If there has not been any conden- 
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The 
man One of the finest features of Scaife 


tanks and cylinders is the man behind 
e the tanks. He is the Scaife Sales 
behind Specialist who regularly calls on his 
customers and helps them with 
numerous problems, many of which, 


the we might add, often do not even concern 
the products Scaife manufactures. 
TANKS... 


Yes, if you haven’t met the 

man behind our tanks, then you 
have missed one of the finest 
features we have to offer. 









Whether you need a small tank, 

or a large LP Gas plant, let the man 
behind the tanks assist you. 

Call EMerson 2-2100—or write for 
further information. 


1 OF. 3 @ ip = 


PITTSBURGH 35, PENNSYLVANIA 
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MOVES AHEAD! 


AEST QUALITY 


A CYLINDERS 


@ cytinver systems 


@ vtiization equipment 


@ DEPENDABLE ONE-SOURCE SUPPLY 








WARRANTY 
PROTECTION ON 
ALL WEATHERHEAD 
LP-GAS PRODUCTS 


SINCE 1919 


ann LEASING PROGRAM 


.send for descriptive booklet 


THE WEATHERHEAD COMPANY 
LP-Gas Equipment Division 
oi M7 -1F Vale Me > Mm @l alle) 


40 Years of Manufacturing Experience 








Letters ® Continued 


sation forming in homes during pre- 
vious years, then there has_ been 
some change as outlined above to up- 
set the balance in water vapor in the 
atmosphere of the home to suddenly 
cause these complaints. 

Your electric competition may have 
been spreading some _ propaganda, 
and claiming electricity will not 
cause this trouble. Electric heating 
in place of vented gas heaters, will 
not change the situation because gas 
heating with vented heaters does not 
introduce water vapor into the air 
within the house, unless products of 
combustion are leaking into the room 
due to openings in the combustion 
chamber or possibly a stopped vent 
pipe. If the heaters are the unvented 
type they will introduce considerable 
water vapor into the air.—Ed. 


Engine converters 


first used in 1920's 
Ohio 


I am interested in descriptive 
literature about the development of 
L.P. gas regulators in car combus- 
tion engines. 

I would also like to have some 
additional data concerning vapori- 
zation by means of the engine 
water system. In particular, I 
should like to know how long this 
system, in combination with the 
regulator, has been in use and the 
companies manufacturing such a 
device. 

Besides this I am interested in 
information about 

1. L. P. gas mixer in form of a 
filter with removable elements. 

2. Spud-in attachment. 

3. Regulators for L. P. gas mix- 
ing with diesel oil or in connection 
with diesel engines. 

F.B. 


Vaporization with heat supplied by 
the engine water system has been the 
accepted method from the very early 
days of L. P. gas carburetion. L. P. 
gas was the first used as a motor 
fuel in the latter part of the ’20s. At 
first the converters (vaporizers) and 
regulators were separate, but soon 
the more compact, combined con- 
vertor-regulator systems were devel- 
oped. 

The American Liquid Gas Corp., 
1109 Santa Fe Ave., Los Angeles, 
markets a combination mixer and 


(Continued on page 28) 
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THE 
FACTS 
ABOUT 

NEPTUNE'S 
TEMPERATURE 
COMPENSATOR 


FOR PROPANE 





\.eptune does have a tempera- 
yo, \%) 2) ture compensator for liquid 
, Xa] propane meters. 

(" \. Itis in use in the field on 
new installations, and on conversions of 
Neptune LP-Gas Meters already in service. 

It’s a mighty good unit. So good, in 
fact, that it has created problems which 
we feel should be pointed out to our cus- 
tomers and to the industry. 

We had planned to announce the tem- 
perature compensator in trade magazine 
advertising after our usual extensive field 
testing of the product. But the news got 
around first. LP-Gas men were sold on 
this unit even before they saw it...and 
they wanted it for the Neptune meters 
they had in service. The result is that we 
are completely swamped with advance 
orders, and we have only begun to swing 
into production. 

To meet the situation we have done the 
following: 


wy b 


1. Constantly revised planning as 
demand increased. 


2. Added extra shifts to produce 
































all the units possible with our 
present facilities. 

3. Taken necessary steps to in- 
crease future capacity. 

Our scheduling is based on the date 
each order is received, and the order in 
which approvals were granted for com- 
pensators by various states and their 
weights and measures departments. 
Through this policy, all customers’ orders 
are equally and fairly handled. 

Neptune has produced and sold many 
thousands of 1% inch and 1% inch 
LP-Gas Meters since the end of World 
War II. This represents a tremendous im- 
mediate market potential for compen- 
sators, because the new compensator can 
be added in minutes to any one of them. 
Perhaps we shouldn’t have been surprised 
by the demand. . . but we were. So we ask 
you to bear with us as we tackle the back- 
log of orders. 

In the meantime, remember that you 
can order standard Neptunes now with the 
assurance that you can convert them later 
as compensator units become available. 


/ 


| LIQUID METERS 


NEPTUNE METER COMPANY / cas merers 


19 West 50th Street » New York 20, N. Y. 


measure of profit 
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RL GK) NEW ¥s",2” AND 3” 


FLANGED-TYPE VALVES... 


lowest first-cost, \° 


for money-saving reliability, 
it always pays to buy 


You asked for them, so here they are... 
flanged globe and angle valves, RegO-built 
with all the quality features you have learned 
to expect from the leader. They’re mainte- 
nance-free, virtually indestructible, and re- 
markably easy to operate. You can get them 
now from either Bastian-Blessing or your 


RegO distributor. 


Flanged Angle Valves 
No, A7512F 
No. A7514F 
No. A7518F 


it will pay you dividends 
to joint 


zoo mon y — oBASTIAN- BLESSINGe=rr 


GL) 4201 West Peterson Avenue ® Chicago 30, Illinois 
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WHY THESE NEW REGO GLOBE AND ANGLE VALVES 


{yWSTALL EASIER YWORK Bertrep VJ iast LONGER 


Ductile Iron Body and Bonnet—strong, 
tough, shock-proof; won’t crack or frac- 
ture from wrenching, dropping or ham- 
mer blows. 


Easy-Turn Handwheel—for firm grip with 
ample leverage. 


Stainless Steel Stem—can’t rust, gall or 
freeze. Large Acme thread for quick 
opening, closing. Thread sealed from 
elements by “O”’-ring stem seal. Swivel 
seat prevents uneven wear. 


V-Ring Pressure Seal—a famous RegO ex- 
clusive . . . no packing to adjust, no 
leakage. Assures easy operation under 
pressure. 


Positive Closure—resilient, long-lasting, 
synthetic rubber seat. 


Greater Flow, Less Pressure Drop — globe 
valve has “circular bridge”’ construction; 
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angle valve is designed with “dropped 
seat.” 


Take Less Space—need less clearance for 
handwheel, occupy less shelf room; re- 
quire same face-to-face clearance as most 
gate valves. Flanges are standard dimen- 
sions. 


Lighter Weight—makes handling and in- 
stalling easier, reduces shipping costs. 


Interchangeable—ideal for LP-Gas, An- 
hydrous Ammonia, and numerous other 
gases and liquids. 


Adaptable—side port can be tapped 4” 
NPT or %%” NPT for bleed, relief, or 
by-pass valve. 


Pocketbook Pleasers—with all these ad- 
vantages, RegO prices are the Industry’s 
lowest ... thanks to efficient high-volume 
production. 


SOCSHSSSSSSSSSSHSSSESSSHOSHESSSESESESSOSSSSOSESECHSSESESOSESESE 


Flanged Globe Valves 


No. A7511F 
No. A7513F 
. AT517F 


THERE'S A FULL SELECTION OF DEPENDABLE REGO 


SCREWED-TYPE VALVES, TOO, FROM %” to 3° 


Cor? 


. A7513 
. A7515 
. A7517 





Screwed-Type Globe Valves 





DO IT RIGHT, 
THE FIRST TIME, WITH 


WETALBESTOS 


GALVANIZED STEEL OUTER WALL 


Maximum strength and permanence. 


“ROTA-LOCK” COUPLERS 


Saves valuable installation time. 
Gas tight. 
Strong and fool-proof. 


Can be easily disassembled. 


ALUMINUM INNER WALL 


Keeps flue gases hot. 


Exhausts combustion gases quickly, 
without condensation. 


Resists corrosion and assures long-life. 


SAFETY SEAL 


Identifies your system as 
correct and safe. 


“SAFETY SYSTEM” GAS VENT TABLES 


Assure correct gas vent design. 


Saves you installation time. 


Write Dept. M-1. 


i 


eg METALBESTOS DIVISION 


WILLIAM WALLACE COMPANY - BELMONT, CALIF 
stetens 


Manufacturing Plants in Belmont, Calif. @ Logan, Ohio 
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(Continued from page 24) 
filter unit with a removable filter 
element, 

Several of the L. P. gas carburetor 
manufacturers, including the above 
company, produce a spud-in unit. 

An L. P. gas system for use in 
combination with diesel oil has been 
developed by the Ellis Manifold Co., 
2210 East Washington Blvd., Los 
Angeles.—Ed. 


BH 


. 
Reasons for pilot and 
ee 
burner failure 
Iowa 
We are serving three water 
heaters that have thermocouple fail- 
ure once or twice and sometimes 
three times a year. Can you tell 
us why? 


W. F. 


We are not quite sure what you 
mean by thermocouple failure on wa- 
ter heaters. 

Does the pilot go out? Does the 
pilot continue to burn and the main 
burner fail to turn on or turn off 
when the water temperature drops or 
rises beyond the control setting? Or 
is it a mechanical failure of the 
thermocouple at the pilot? 

Pilot outage may be caused by the 
pilot set too low, pilot tip parts ob- 
structed with lint or dirt, pilot orifice 
obstructed, dirty pilot, incorrect pilot 
flame, and improper location of 
thermocouple. An improper vent sys- 
tem which lacks a proper draft hood 
or lacks a down draft diverter or 
where the top of the vent terminates 
below a neighboring higher structure 
such as the roof ridge, a neighboring 
building or other barrier which may 
cause a sudden down draft, can cause 
pilot and even burner outage. In- 
adequate air supply may cause the 
burner and pilot flame to fail due to 
lack of oxygen. 

If the thermocouple itself fails it 
may be due to improper flame im- 
pingement from the pilot or the 
burner, incorrect pilot orifice, poor 
quality product (is it AGA _ ap- 
proved?) or it may be exposed to con- 
densate drippage if the heater hap- 
pens to form condensate on the water 
chamber. This may be caused by un- 
satisfactory venting, or an obstructed 
flue. 

The main burner may fail to turn 
off if a particle of dirt, such as sand, 
lodges on the seat of the burner valve. 
The thermostat setting may be too 
high.—Ed. 
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Philgas Planned Delivery 
System helps you deliver more 


gallons with fewer trips. 


A busy Philgas dealer in a town of about 15,000 
found that although his business was apparently 
thriving, still at the end of the year he had made 
only a small,profit. 

The Philgas Business Control Workshop helped 
him analyze his records. It turned out that his 
trucks were delivering only 24 gallons per mile. And 
the cost was 50¢ for every mile traveled. Here was 
one of the reasons for his small profit! By setting up 


¥ 


Philgas Planned Delivery System lets you use your trucks and 
drivers at maximum efficiency, make deliveries at your conven- 
ience. Customers pay bills on regular monthly basis. 


Franchised Philgas Dealers enjoy 
these extra benefits 


the Philgas Planned Delivery service he was able 
to eliminate many unnecessary trips. His delivery 
costs were reduced and his customers liked the new 
service better. 

If you would like assistance in analyzing your 
LP-Gas business, call your nearest Philgas Sales 
Office. They will tell you when a Workshop session 
will be held in your neighborhood. No obligation. 
The Workshop is a unique Phillips service. It has 
proved successful in helping dealers decrease oper- 
ating expenses, increase profits. 


1. Phiigas Business Control 
Workshop helps you run your 
business successfully. 


2. Phillips Technical Service 
gives you prompt, expert as- 
sistance on your operating 
and technical problems. 


= Even-Payment Plan is 
more convenient for your cus- 
tomers and for you. 


4. Adequate supply is as- 
sured. Phillips is the largest 
producer-marketer in the 
field. Modern storage facili- 
ties, pipelines and tank car 


fleet assure dependable sup- 
plies at all times. 


5. Philgas Consumer Adver- 
tising ... radio and farm pub- 
lications . . . helps you sell 
more Philgas 


6. Cooperative Advertising 
Plan includes newspapers, 
radio, TV, signs and other ap- 
proved forms of advertising. 


7. Sales Promotion Aids 
streamers, point-of-sale ma- 
terial, window signs, mailing 
pieces... are available. 


*Philgas is the Phillips Petroleum Company trademark 
for its high quality LP-Gas (propane, butane). 


PHILLIPS PETROLEUM COMPANY, 


SALES OFFICES: 


AMARILLO, TEX.—First Nat'l Bank Bldg. 

ATLANTA, GA.—1428 West Peachtree Street, 
Station ''C"’ P. O. Box 7313 

CHICAGO, ILL.—7 South Dearborn St. 

COLUMBUS, OHIO—395 E. Broad St. 

DENVER, COLO.—1375 Kearney St. 

DES MOINES, |OWA—G6th Floor, Hubbell Bldg. 


HOUSTON, TEX.—6910 Fannin Street 
INDIANAPOLIS, IND.—3839 Meadows Drive 
KANSAS CITY, MO.—201] E. Armour Bivd. 
MAPLEWOOD, N. J.—2075 Millburn Ave. 
MINNEAPOLIS, MINN.—215 South IIth St. 
OMAHA, NEB.— 3212 Dodge St. 
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SALES DEPARTMENT, Bartlesville, Oklahoma 


RALEIGH, N. C.—401 Oberlin Road 
SALT LAKE CITY, UTAH—68 South Main 
ST. LOUIS, MO.—425]1 Lindell Blvd. 
TAMPA, FLA.—3737 Neptune St. 
TULSA, OKLA.—1708 Utica Square 
WICHITA, KAN.—501 KFH Building 





EXPANDING 


TO SERVE YOU EVEN BETTER 


in 60! More production, enlarged storage and increased 


We'll be growing like sixty... 
. Tuloma’s Plus Service! Take 


transportation facilities mean even better service . . 
Tuloma . . . and grow! 


DISTRICT OFFICES: 
Williamsburg, Virginia 
Casper, Wyoming 
Salt Lake City, Utah al Je 
Grand Island, Nebraska fei Pees 
sendiabiaiaaalin TULOMA GAS PRODUCTS COMPANY ; 
Ulysses, Kansas Pan American Building . Phone LUther 2-3261 . Tulsa, Oklahoma 
Houston, Texas 
Midland, Texas 
El Dorado, Arkansas 
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By WILLIAM W. CLARK =» Editor 


For 1960, the broader viewpoint 


IT’S A NEW YEAR. Time to look back over 1959, 
and ahead to 1960. Time to add up all the 
debits and the credits of last year’s performance 
and to set up budgets and quotas for the new. 

If that sentence seems to be heavily larded 
with accounting terminology, it’s only a matter 
of convenience. We speak of figures in the 
figurative, rather than the literal, sense. If 
management made all its appraisals of past per- 
formance and all its projections of the future 
with an adding machine, it would be narrow 
minded indeed. 

No, management is looking beyond the till in 
laying the groundwork for tomorrow’s success. 
It is looking at its personnel policies, for ex- 
ample. (Says Sid Sidenfaden, ‘Personnel is to- 
day’s No. 1 management function’”.) It is also 
looking at its relations with its “publics’— 
witness Petrolane engaging in a program to find 
out what its customers think of it. It is also 
thinking very, very seriously of doing more in 
politics. 

All of these activities are about as far away 
as you can get from straight bookkeeping. Yet 
indirectly, and over the long pull, all of them are 
going to put more money in the till. They are 
all jobs for management, and for that reason 
have been given top billing in this, the Annual 
Management Issue. 

All of them—public relations, politics, and 
personnel development—are abstract things, as 
opposed to straight accounting, and all are high- 
ly personal. They all revolve around the person 
—around the you that is management, and 
around all the you’s that make up your organi- 
zation. Maybe we should re-title this the “You 
Issue.” 

Seriously, it’s the LPG man who best per- 
ceives his role as a member of the community 
who is most likely to succeed in the years ahead. 
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He’s the man who gets out from behind the cash 
register and takes his place as a leader in his 
own city, county, and state. By giving more, he 
finds he gets more. 

We were reminded of this recently when we 
ran across a copy of “Harvester World,” the fine 
customer publication of International Harvester 
Co. There, in a story headlined “A Proving 
Ground Proves Itself,” was the familiar face 
of Ken Dickson of Uregas, in Moberly, Mo. The 
story told of an unusual working arrangement 
for building a Boy Scout camp. Harvester fur- 
nished the needed earth moving equipment at 
no charge (the terrain was used as a “proving 
ground”). Local businessmen organized the 
drive for funds to do the rest of the work. 
Somewhere near $225,000 had to be raised. 

Ken Dickson was one of the three Moberly 
businessmen who raised it. 

We had these thoughts uppermost in mind 
when we assigned our Washington correspon- 
dent, Neil Regeimbal, to do the “Lesson of the 
Landrum-Griffin Bill—Get Active in Politics” 
(see pages 41-44). 

And, finally, we were reminded of it when we 
paid a call on a dealer not long ago. He was 
complaining, but not too bitterly, about a city 
ordinance that had been passed several months 
ago setting up certain unnecessary restrictions 
on cylinder installations. Every installation was 
costing him money. But he was taking it in 
pretty good humor. “You know,” he confessed, 
“maybe it’s partly my fault that the ordinance 
was passed. I didn’t pay enough attention to 
what they were doing down at city hall until 
it was too late.” 

This man has learned his lesson. He’s found 
that the tink of the cash register is only one 
of many business sounds that he must keep his 
ear attuned to. The sounds of ballots slipping 
into the ballot box have a great deal of meaning 
for him too. 


























We DELIVE 


At the right time too! 
When you buy DIRECT from 


Texas Natural you 


receive that kind of 


dependable treatment! 


TEXAS NATURAL 


Texas Natural Loo: 3 Toi b Bot Mm @los ay clopart-h op hoy st 


800 ENTERPRISE BUILDING e TULSA, OKLAHOMA e@ LUTHER 4-1421 
PRODUCERS OF: BUTANE e PROPANE e NATURAL GASOLINE 
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The Year Ahead 


Comes now 1960, first year of the decade optimistically hailed as 
“The Golden Sixties.”” But for the average individual, Jan. 1, 1960 
will be little different from Jan. 1, 1959. You'll have the same old 
problems, and maybe a lot of new ones besides. Nevertheless, since 
it’s the traditional time for taking inventory and plotting next year’s 


course, it’s a good time to give serious thought to these matters, 


>>>2>>> 


Is butane going off the market? If so, how soon? You'll find a discussion 
of this critical subject, with industry comment, starting on the next page. 


among others: 


It’s time to start training tomorrow’s executives. All businesses are becom- 
ing more complex. Will the men who carry on your business be equipped to 
cope with the demands of tomorrow’s economy? (See pages 37-40) 





Are you politically active? Today, more than ever before, business must 
make itself heard. Here (page 41) is a practical plan for getting into 
politics. 


Have you and your customers drifted apart? This is a serious hazard 
faced by all retail businesses as they grow larger and more impersonal. 
One company has found out what its customers think of it (page 45) and 
has taken steps to improve its “image.” 


Do LPG men need a bigger voice in petroleum industry affairs? Some 
industry leaders think so, and they’ve formed an agency (page 53) to make 
themselves heard. 


rea Will LPG be a prime fuel in the markets of tomorrow? Thermoelectric 
Ly | energy provides one answer (page 54), jet and free-piston engines for 
heavy farm and industrial ecuipment another (page 79). 


AND The Phillips Report—1959 was a great year! 
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4 Is butane going 


off the market? 


"Many leading experts are forecasting a serious shortage of butane 
within the next five years, attributed primarily to the rapid expansion 
of the isomerization and alkylation capacity.” 


* PECULATION has been grow- 
ing during the past year that 
butane might disappear from the 
consumer market in the early 
1960's. 

This is not new talk. The con- 
dition which could bring that sit- 
uation about has been with us for 
several years. The only difference, 
really, seems to be the seriousness 
and the imminence of it. 

Something along the same lines 
has happened before. At about 
the time the Korean war started, 
great chunks of gallonage were 
siphoned off to manufacture—and 
stockpile—synthetic rubber. This 
didn’t turn out to be too serious, 
and once that fracas was over, 
demand for this use settled down 
to a more predictable pattern. 

The present difficulty is more 
serious, and unless our chemist 
friends come up with some alter- 
native, it will get steadily worse, 
so they say. More and more of 
the butane supply is being di- 
verted for use in making isobu- 
tane in the alkylation process. 
Said the “Oil & Gas Journal” in 


34 


its August 24 issue, “Refiners are 
betting on alkylate to provide 
them the most economical blend- 
ing component for high-octane 
premium gasolines.” 

Now this isn’t the first time bu- 
tane has been diverted for the pro- 
duction of high-octane gasolines. It 
happened during World War II, 
and that was another of those 
times when it was in relatively 
short supply in the consumer mar- 
ket. But this was for military air- 
plane use, and the end of the war 
and the advent of jets combined to 
cut this diversion sharply. 

Today it’s automobiles, moving 
up the octane ladder, that are 
channeling off the butane. At the 
moment there would appear to be 
no relief in sight. 

Thus butane, at times in its 
brief history in oversupply, is 


once again becoming a premium 
fuel. Its price, seasonally, is more 
stable than that of propane, and 
a recent check of the markets 
showed it running a good cent to 
cent-and-a-half higher than its 
sister fuel. 





This situation, as noted, is not 
new. Producers have been warn- 
ing LPG marketers of it for three 
or four years. Many of them, to- 
day, are urging dealers to con- 
vert everything to propane as 
quickly as possible. Propane, many 
say, will be in oversupply for a 
long time to come. Some say they 
have it “coming out of their 
ears.” 

Some dealers have been drag- 
ging their feet in this respect, but 
it’s hard to blame them. Change- 
overs are costly. Furthermore, the 
fuels production-demand picture 
is not too clear cut. Figures do 
not always tell the whole story. 
You’ll find conflict in them, so if 
some dealers have been skeptical, 
it’s easy enough to see why. 

A brief look at the changing 
fuel relationships of the past dec- 
ade will help us see why the pat- 
tern is so confusing. 

Let’s go back to 1949. That year, 
sales recorded one of their small- 
est gains in history—4 per cent— 
but propane gained 47 per cent 
while sales of butane were ac- 
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tually down! (LPG mixtures 
stayed about even.) Butane’s over- 
all losses were recorded in the 
face of gains for several uses. 
A big share of the drop was 
caused by a cutback in synthetic 
rubber production. 

Prices, incidentally, reflected 
the relatively light demand. Pro- 
pane (at New York City) fell from 
9 cents in 1948 to 6.49 cents in 
1949, .11 cents under the 1947 
figure. 

Sales went soaring in 1950—up, 
overall, by 23 per cent. Propane 
led the way with a 388 per cent 
jump and butane went up 16 per 
cent, but its share of the total mar- 
ket dropped a point from 17 to 
16 per cent. Mixtures, similarly, 
rose 3 per cent, but their share 
of the market dipped from 33 to 
28 per cent. 

This was the first year of the 
Korean skirmish, and of the total 
butane marketed (568 million 
gal.), 216 million went for the syn- 
thetic rubber program. Butane 
grabbed off 95 per cent of this 
market that year, as against 88 
per cent the previous year. 

Meanwhile, propane prices were 
still on the slide, though only frac- 
tionally. 

The following year, 1951, saw 
another big increase in sales, this 
time 21 per cent. But the syn- 
thetic rubber stockpiling pro- 
gram, then at its peak, took 64 
per cent more LPG (mostly bu- 
tane) than the year before. 

In 1952, there was a shift to 
mixtures (up 20 per cent) and 
butane sales dropped 10 per cent. 
The synthetic rubber program was 
beginning to ease. 

However, the most important 
reason for butane’s decline in the 
retail market that year was, ac- 
cording to the Bureau of Mines 
report, the increased demand for 
blending in motor fuels. Sales of 
propane, incidentally, were up 4 
per cent, and so was its price, 
which hit 8 cents at New York 
City in June. 

Sales of all L.P. gases rose 


again in 1953, but it’s interesting 
to note that butane’s share of 
the retail market was down to 
13.6 per cent. (In 1949, it was 17.2 
per cent.) Mixtures’ share was 
off from 33 to 29 per cent, while 
propane’s share was up from 49.5 
per cent to 57.4. 

In 1954, then, there was a small 
shift back to butane and away 
from mixes. Butane’s share was 
14.9 per cent that year. 

In 1955, with over-all sales a 
whopping 17 per cent, butane’s 
share of the market again slid off, 
this time to 12.8 per cent. Mix- 
tures gained, and propane lost 
some ground, to 54.4 per cent. 

The trend toward the use of bu- 
tanes in alkylation became consid- 
erably stronger in 1956, and it has 
continued unabated, with the re- 
sult that more and more butane 
has been diverted for this use. 

However, statistics do not show 
this fact very clearly. Butane in- 
ventories in the early part of 1959 
were lagging behind the figures 
for the two previous years, but 
late fall figures (October 31) from 
the API showed them ahead of 
1958. Of course, this could be 
because the escalating demand is 
spurring production to heights 
that overreach the need as of now. 
This may be wise stockpiling in 
anticipation of an increased drain 
in the coming months. 

Whatever the true picture be- 
hind these somewhat confusing 
statistics, producers—who are the 
ones in the best position to know 
—assure us that the supply pic- 
ture is going to get worse. For ex- 
ample, G. W. McCullough, vice 
president of Phillips Petroleum 
Co., speaking recently before a 
meeting of the Natural Gasoline 
Association of America, said: 

“Many of the leading experts 
are forecasting a serious short- 
age of butane within the next five 
years, attributed primarily to the 
rapid expansion of the isomeriza- 
tion and alkylation capacity all 
over the country. I have noticed 
in several recent publications that 


this year alone will see an alkyla- 
tion capacity expansion of 25 to 
30,000 bbl. per day. 

“The rapidly increasing demand 
for butane will create shortages 
among those of your customers 
using butane or butane-propane 
mix. These shortages will be most 
evident in the South and South- 
eastern parts of the United States. 
I urge each and every one of you 
to promote the dealer and cus- 
tomer to convert to straight pro- 
pane. The increasing demand for 
butane as a petrochemical feed- 
stock will aggravate this short- 
age. The conversion to propane 
by the customer will avoid the 
future problems occasioned by the 
lack of this type fuel, probably 
when he most needs it.” 

Mr. McCullough’s’ statements 
are echoed by many other produc- 
ers. As he points out, the deal- 
ers in the South and Southeast 
are the ones who will be hardest 
hit if their sources of butane dry 
up. 

Most of them are well aware of 
what they face. They’ve had am- 
ple warning, because the coming 
market condition has been pre- 
dicted for several years. BUTANE- 
PROPANE News, in its January 
1957 issue, warned that “the more 
abundant life that we enjoy as the 
result of modern chemical devel- 
opments will eventually result in 
less abundant fuel.” Actually, at 
that time, it was feared that pro- 
pane, too, would become scarcer. 
Now the producers tell us this is 
not so, despite continuing de- 
mand for petrochemical uses. 

Some dealers, apparently, have 
refused to face facts, letting 
things slide along and hoping for 
the best. They can’t postpone the 
inevitable much longer, however; 
price alone is seeing to that. Bu- 
tane is at least a cent higher than 
propane, and with refinery de- 
mand, it is freely predicted that 
the price will become stabilized. 
The dealer who has not already 
moved into a program of convert- 
ing customers to propane may be 


"The more abundant life that we enjoy as the result of modern 
chemical developments will eventually result in less abundant 


fuel.”—BUTANE-PROPANE News, January 1957 issue. 
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"The next few years will probably be a seller's market and we 


will no longer have some of the depressed prices of the past, 


particularly in the summertime.” 


in for some very tough sledding. 

What will actually happen in 
the future to all L. P. 
however, still a matter for specu- 
lation. As we have seen, the past 
decade has been marked by al- 
most constantly shifting relation- 
ships in supply, demand, and 
both the relationships be- 
tween the LPG hydrocarbons and 
between markets. Out of all this 
confusion, one point is certainly 
clear: Everything depends upon 
relative values. If LPG is sold at 
a high enough price in the con- 
sumer market, refiners might have 
to find another way to step up 
gasoline octane ratings. But com- 
petition from other fuels places 
certain limits on the 
what possible higher level could 
be sustained is problematical. 

LPG products other than bu- 
tane are not necessarily immune 
to diversions. Some _ producers 
foresee stepped up use for petro- 
chemicals in the future. Here’s 
what one has to say: 

“With propylene being extracted 


gases is, 


price 


price, so 


from all refinery L. P. gas streams 
for use as a chemical interme- 
diate, along with the chemical uses 
of propane, a shortage of the 
product is possible in the next 
few years. 

“Do you realize that the poly- 
ethylene business uses over 1 bil- 
lion lb. of product per year right 
now? Within three to five years, 
polypropylene business will be do- 
ing the same thing.” 

Pressed for a prediction as to 
what this would mean to the 
dealer, he said: 

“It will make a more stable 
market. There won’t be any sur- 
pluses to affect the pluses and 
minuses of prices. The tendency 
will be to pay a little more. What 
this all adds up to is that the 
next few years will probably be 
a seller’s market and we will no 
longer have some of the depressed 
prices of the past, particularly in 
the summertime. Once again the 
buyers will consider that a con- 
tract with a large, reliable pro- 
ducer has some value.” 





Another covetous customer 
for LPG is “miscible flooding,” 
a process whereby product is put 
back into the ground to increase 
oil recovery (see BUTANE-PRO- 
PANE News, December 1958, pp. 
28-9). Much of the product is 
recaptured after the oil has been 
brought up, and the process is 
regarded as one more means of 
storing LPG. However, at pres- 
ent, a fairly large percentage is 
lost permanently. 

Petrolane Gas Service of Long 
Beach, Calif., which is partici- 
pating in a miscible phase proj- 
ect, expects 40 per cent recovery 
(BPN, December 1959, p. 60). 
And in a recent talk before west- 
ern producers, E. H. Scott of 
Goliad Oil & Gas Co., Calgary, 
Alta., Can., had this to say about 





miscible flooding in Pembina oil- 
field in Alberta: 

“When completed, this (gas 
conservation) project nearly 
doubled LPG production for Al- 
berta. Since then, however, a 
miscible flood project has been 
started and already 84,000 gal. 
per day are taken by this proj- 
ect for two 41-spot injection 
programs. This represents about 
25 per cent of present produc- 
tion for Alberta. 

“One thing that always strikes 
me about this flood project is 
that the LPG from more than 
2000 oil wells is required to ap- 
ply miscible flooding to 82 of 
these wells. Thus we see that 
miscible flood projects can have 
an extraordinary effect upon 
LPG markets.” 

















Indirectly, Mr. McCullough also 
predicts higher prices. As the fuel 
becomes more _ valuable, more 
money must be spent to extract 
it. The increasing demand, says 
McCullough, has made it neces- 
sary to increase the efficiency of 
the plants, convert existing plants, 
and build new plants for “deeper 
and deeper extractions.” Deeper 
extraction has a parallel in oil 
well drilling—‘“‘as you go deeper, 
the investment requirements in- 
crease at an accelerated rate. 
Thus, the price of L. P. gas must 
increase for deeper extraction to 
be profitable. 

“A reasonable increase in sup- 
plies represents no insurmountable 
problem if the necessary increase 
in the market value of LPG is 
realized.” 

How high should extraction go? 
Mr. McCullough reported that ex- 
traction levels, on the average, 
have increased from the 60-65 per 
cent propane recovery level in 
1952-3 to 75-80 per cent today, 
with some plants as high as 90 
per cent. 

So there you have it. Butane will 
get scarcer, it appears. But butane 
recovery will be stepped up to 
meet the demand for motor fuel 
blending, and along with it more 
propane will be extracted. Pro- 
pane may be coming out of your 
ears, but petrochemical demand 
may draw off a good share of this, 
and help raise the price. 

All of which might make for 
more stability in the market place. 
This producers would like to see. 
So, on principle, should dealers. 
But in practice, dealers will con- 
tinue to wangle the best prices 
they can. And producers will con- 
tinue to compete for the business. 
The total picture is too big and 
too complex to be a factor in nego- 
tiations at the marketing level. 

Most people agree that stability 
is still a long way off. If butane 
goes off the market, it will simply 
be one more stage in the never- 
ending tug of war among supply, 
demand, and price. @ 
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HAT’S LPG management’s 
biggest problem today? 

“Replacing itself,” answers W. R. 
Sidenfaden, president of Suburban 
Gas Service Inc., Pomona, Calif. 

“In a few years, many men in 
top management will be ready for 
retirement,” says Sidenfaden. “We 
can’t afford to leave behind a void. 
We must have good men ready to 
step in and take our places.” 

Thus it was that Suburban insti- 
tuted its sales - and - management 
training program, which recruits 
top management prospects and 
gives them intensive on-the-job 
training as a solid foundation for 
rapid progress to the top of the 
ladder. 

Suburban’s program is thought 
to be unique among LPG dealers. 
In essence, it is built around the 
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One of the most important functions at 
Suburban Gas Service is the training of 
replacements for today's management. 
This makes J. A. Bernard, assistant to the 
president, in charge of personnel relations, 
a key man on the Suburban executive 
team. 





A promising recruit for Suburban 
Gas_ Service's management-sales 
training program is interviewed on 
the campus of Claremont (Calif.) 
Men's College. The candidate, 
Don Rowson; the interviewer, Joe 
Bernard, assistant to the president, 
in charge of personnel relations, 
and the man who developed the 
training program. 


LY Start training tomorrow's executives 


idea of hiring the most likely pros- 
pects, but in limited numbers—one 
or two at a time—and giving them 
thorough training in virtually 
every phase of the business. Upon 
graduation from this course, they 
are ready to become sales repre- 
sentatives or—if there’s a vacancy 
at the time—plant managers. 

“Give the credit for this program 
to Joe Bernard,” says Sidenfaden. 
“He’s the man who’s making it 
work.” 

Bernard, whom Suburban lured 
from one of the major oil com- 
panies a little more than two years 
ago (“after 10 years of trying,” 
according to Sidenfaden), came in- 
to the company as manager of ad- 
vertising and sales promotion. A 
year later he was appointed man- 
ager of the Coastal division in 
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Ready now for the transition to business life (left), Don is 
welcomed by Bernard at the front door of Suburban's home 
office in Pomona. Orientation starts in Bernard's office (right), 





where the steps in the training program are outlined, com- ites. 


Once oriented, trainee is assigned to a 
marketing station as a truck driver-sales- 
man. During approximately three months 
here, he delivers fuel, learns routing pro- 
cedures, sales policies and prices, credit 
policies, safe practices, and truck main- 
tenance. 


During six to eight months as a service- 
man, he learns many jobs. He fills cyl- 
inders . . 


Plenty of book-study of varied material 
is required all the way through the pro- 
gram. Here Don studies the LPGA's ser- 
vice training course in preparation for the 
next step, his assignment as serviceman 
at a marketing station. 


makes carburetor installations and 
repairs under the guidance of Norv Kern, 
truck shop superintendent . . . 


pany polices and objectives explained, and the process of learning 


how the L. P. gas business operates begins. Following this brief- 
ing session, Don will be taken on a tour of plant and office facil- 


As a serviceman, the trainee learns about 
plant operations. Here Plant Manager Cliff 
Kleist explains how fuel pumping equip- 
ment works. 


. makes tank and cylinder, equipment 
and appliance installations; inspects, tests, 
and repairs installations, equipment and 
appliances; makes cooperative sales with 
plant manager, develops new business. 











The trainee moves on from the job of serviceman to marketing station clerk. He works 





at this for about four weeks, two of which are usually spent as vacation relief. In the 


photo. Opal Bale shows Don some of the paperwork details, which include: plant accounting 
and customer invoicing; credit and collection administration; analysis of credit and financial 
reports; stock and cash control and reporting; contracts and agreements; ordering fuel, 
supplies, and merchandise for resale; handling telephone calls and plant sales; and 


coordinating operations with drivers and 


servicemen. 


Social climbers are not considered 





California. He’s typical of the kind 
of management corps Sidenfaden is 
building—top men in their field, 
both from within the company and 
occasionally from the outside. 

One of Bernard’s first moves was 
to suggest a management recruit- 
ment and training program. He 
was told that one had been tried 
before, but had not met with much 
success. The trainees had long 
since departed to take up other 
careers. 

“I wondered why,” reminisces 
Bernard. On analyzing the past 
difficulties, he came to the conclu- 
sion that certain definite standards 
needed to be established for both 
the program and the trainee. 

First, the trainee: What kind of 
men did the company want for its 
managers of tomorrow? 

“We wanted college-trained men, 
wherever possible,” says Bernard. 
“Not that these men are necessarily 
the best, but it does narrow the 
field down. Furthermore, the col- 
lege campus is the greatest single 
source of available manpower. It 
takes a lot of the blindness out of 
recruiting. 

“But not all college men would 
qualify. We have no place in the 
organization for men with inten- 
sive technical training. Nor do we 
want men with social ambitions 
who want to live in major metro- 
politan areas.” 
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In the recruiting program, Ber- 
nard goes to nearby colleges to try 
to find the right men. But not “ex- 
clusive”’ colleges. He favors such 
schools as California Polytechnic 
Institute, which is on the outskirts 
of Pomona, and the University of 
California’s agricultural college at 
Davis. The latter is in northern 
California, some 400 miles from 
Pomona, but many southern Cali- 
fornians go to school there. 

He also favors applicants with 
some knowledge of or interest in 
farming, since farmers make up 
the largest bulk of Suburban’s vol- 
ume customers. Farm - grown 
youths who are interested in get- 
ting away from the farm (but not 
too far) are logical candidates. He 
wants men who will be content to 
settle down in small towns, and 
who are not glamor-struck. If 
married, the man’s wife should 
prefer rural rather than “big city” 
living. 

Another qualification is the appli- 
cant’s college major. Don Rowson, 
a recent graduate of the Suburban 
course (who’s pictured in the train- 
ing sequences on these pages), was 
a business administration major at 
Claremont Men’s College. That 
sort of curriculum fits well into 
Suburban’s training plan. 

In addition to scouring the col- 
leges for likely recruits, Bernard 
keeps a watchful eye on promising 





His training at the branch plants com- 
pleted, Don is brought back to the main 
office for education in procedures there. 
He does bookwork in the accounting de- 


partment... 


‘ 


checks customer accounts in the 
credit department .. . 





- participates in sales promotion plan- 
ning (Don is shown here with W. W. 
St. Clair, (left), director of sales, and Ed 
Dovenberg, recently named division man- 
ager) and learns purchasing department 
procedures and fuel 
transportation. 


procurement and 
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"A man’s conduct on the job is extremely important” 









young men already in the organi- 
zation, whether college-trained or 
not. He is hopeful that over the 
years, a good share of the execu- 
tives of tomorrow can be developed 
from the ranks. 

In any case, he is looking for 
personable men, the type who can 
do a good job of selling and who 
can manage as well. He wants them 
mature—Rowson was 27 when he 
started the course. 

The man’s conduct on the job is 
extremely important. He must 
work as hard as everyone else- 
perhaps just a bit harder. He must 
fit in well with all types of em- 
ployees. He must be able to take 
drudgery and dirty work as well 
as anyone, 

(Rowson, 


incidentally, scores 
high on every count.) 
Now, as for the course itself, 


this required a great deal of care 
in setting up. 

“We didn’t want a formalized 
training course,” Bernard. 
Obviously, when just one or two 


says 





men are being run through a year- 
long course, they cannot be given 
formal instruction. “We wanted 
on-the-job training, supplemented 
by individual study.” 

Bernard laid out a flexible sched- 
ule, which is tailored to fit the 
recruit and the company’s needs. 
Depending upon the individual and 
the company situation, it consumes 
between 12 and 15 months. 

Each trainee is moved around a 
good deal. He works under several 
supervisors to get an idea of how 
various managers operate. His 
spots are selected with care: he 
must work for managers who are 
sympathetic to the program. He 
must learn and be competent to 
handle any job in the plant. 

The man must carry his share 
of the work load, and not be a 
“guest” of the plant manager. 
Friction among the men must be 
avoided. 

During the training period, the 
recruit goes through seven differ- 
ent phases. First is his orientation 


After spending a month or more in the home office, Don makes visits to nearby production 
plants, refineries, and equipment and appliance factories. Ultimately, his training winds 


up with two weeks as a salesman-trainee, working with a local plant manager. 


Here, 


having participated in the sale of a fork-lift conversion to a food processing plant, Don 
discusses the job with a customer. When this phase is completed, he is ready to step out 
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on his own—as either sales representative or plant manager. 







at division headquarters and in a 
marketing plant. Following this, 
he is, successively, truck driver- 
salesman, serviceman, and clerk at 
one or more marketing stations. 
Eventually, he is brought back into 
the home office for training in the 
procedures used by the various 
headquarters departments. Finally, 
he makes a few visits to the plants 
of suppliers and then spends two 
weeks or so with a plant manager 
in direct sales work. 

Having earned his spurs, he is 
now ready for assignment as either 
a sales representative or a plant 
manager. 

At this point, he needn’t cool his 
heels waiting for an opening. If a 
plant needs a manager, he gets the 
job. If it doesn’t, he is immedi- 
ately assigned to a district as a 
sales representative. 

“When we hire a man, he is 
promised that when he finishes the 
program, a place will be made for 
him,” says Bernard. “This is im- 
portant. But naturally he has to 
prove himself. Otherwise, he is 
dropped.” 

In his search for men, Bernard 
is for the present confining his 
efforts to localized areas in Cali- 
fornia. As the program matures, 
similar programs will be set up in 
the five other divisions of the com- 
pany, which encompasses much of 
the West—at present, as far east 
as Denver. In each division, local 
men will be recruited insofar as 
is possible. 

Like other organized recruiters 
for business, Bernard works close- 
ly with college placement bureaus. 
Throughout the year, he keeps in 
contact with them, and as gradua- 
tion time approaches he makes ar- 
rangements for interviews and 
screening of applicants. As with 
all placement work, this is done on 
a regularly scheduled basis. 

Suburban is proceeding slowly 
and cautiously with the program, 
but results to date have been en- 
couraging. Sidenfaden is openly 
enthusiastic. He has good reason to 
be, knowing that it’s helping to 
assure the long-range success of a 
company he labored to build from 
a one-man dealership to a multi- 
million dollar corporation. a 
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The lesson of the 
Landrum-Griffin bill: 


GET ACTIVE IN POLITICS! 
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Can you be effective in politics? 


Many businessmen may tend to brush aside urgings to become active 
in partisan politics with the complaint that they won't be effective. 
But that's not what these top politicians say: 

"The question is not whether anyone is or is not going to become 
involved in politics, but whether he is going to be willing to sit back 
and let others make the basic decisions which will control the destiny 
of all of us . . . for while he may ignore politics, politics will most 
certainly not ignore him." Paul M. Butler, Chairman, Democratic 
National Committee. 


"There would have been no Landrum-Griffin Labor Act if the people, 
by and large, had not shown an unexpected interest in anti-labor- 
racketeering legislation." Rep. Thomas V. Curtis, (R}, Mo. 


"The victory (labor reform) belonged to the people of the United 
States who wrote, wired, or called to protest (union mismanagement)." 
Rep. Richard M. Simpson, (R), Penna. 

"We have the (labor reform) law today because of aroused public 
sentiment. The result is very encouraging because it shows that, 
when the people really take an interest in their government and insist, 


their representatives . . . (will) do what the home folks want." Rep. Clare 
Hoffman, (R), Mich. 
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NEIL REGEIMBAL 


OUR months ago, Congress 

produced a political miracle. 
It turned aside one of the most 
determined campaigns of the most 
powerful single organized pressure 
group of the last generation and 
passed a moderately-tough labor 
reform bill. 

Why did organized labor lose in 
what it considered its most impor- 
tant political battle of a decade? 
Can the same forces that turned 
this tide be marshalled to help 
others, such as businessmen, win in 
their battles? 

The lesson of last year’s labor 
reform battle should become a 
guidebook for all Americans, par- 
ticularly businessmen. It clearly 
illustrates why men in business— 
from the big corporation execu- 
tive to the small company owners, 
and their employees—must pick up 
the challenge and become active in 
local politics for their own good 
and for the good of the country. 

Most Americans vote every two 
years or so, but don’t really under- 
stand the American political sys- 
tem—how it works, why, or what 
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The Landrum 
Griffin labor bill 
was a victory for 
these celebrants, its 
Congressional back- 
ers, but it was even 
more of a victory 
for the "grass 
roots" voters, who 
were highly vocal 
in their support 
of the measure. It 
was their letters, by 
the hundreds of 
thousands, that 
helped spur a pre- 
dominantly 
labor Congress to 
action. From left 


pro- 


in the photo: Reps. 
Graham _ Barden, 
(D), N.C.; Charles 
Halleck, (R), Ind.; 
Philip Landrum, 
(D), Ga., and Rob- 
ert Griffin, (R), 
Mich., the bill's 
sponsors; and Car- 
roll Kearns, (R), Pa. 








its strengths and faults are. Or- 
ganized politics has its own codes, 
and by any other standard operates 
illogically. Methods and practices 
are often completely unintelligible 
to the outsider. 

Government, and therefore, pol- 
itics, is a compromise between the 
push-and-pull of vastly conflicting 
ideas. In any fight, each side is 
firmly convinced its position is cor- 
rect. The outcome depends on 
balance of power, and this calls for 
equal contributions to our political 
system by all interests. 

The labor reform bill is perhaps 
the best recent example. Organized 
labor lost, even after building up 
for many years a strong, well- 
financed, skillful, and_ effective 
political voice. The unions blame 
it on an all-out, better financed 
campaign by industry and _ busi- 
nessmen. Others credit it to the 
literally hundreds of thousands of 
letters written to congressmen dur- 
ing the heat of the fight. Neither 
is exactly true. 

The unions had elected some 60 
per cent of the lawmakers, and 
thus had a head start which or- 
ganized business could never have 


42 


offset alone. The business organiza- 
tions’ principal contribution was 
perhaps that they had been fight- 
ing this particular battle longer, 
and thus had built up some backlog 
of strength. 

The flood of mail was unusual be- 
cause of its volume and because it 
came from the unorganized. But 
neither the business nor letter con- 
tributions could have swung the 
day alone. 

Mass support for labor reform, 
prompted by the labor racketeer- 
ing disclosures, and transmitted 
to the lawmakers through their 
local organizations, did the trick. 
One phone call from one precinct 
chairman back home _ reporting 
what the boys in the bars and fac- 
tories and the women over their 
bridge tables are talking about 
takes the place of a thousand let- 
ters and a hundred skilled lobby- 
ists. 

This is what is referred to as the 
“grass roots.” Without strong and 
deep roots, the grass would not 
grow. 

Businessmen, more than any 
other group, have a particularly 
compelling reason for nourishing 


these roots. If they would protect 
“our way of life,” they must make 
the same strong dedication to this 
purpose as do the Russians to 
theirs. The power of this dedica- 
tion was clearly brought out dur- 
ing the recent exchanges of visits. 

Every businessman has a natural 
and logical interest in how his local 
and federal governments are run. 
Among other things, he wants to 
see efficiency in government bu- 
reaus to prevent sky-high taxes; 
he wants to block punitive taxes; 
he wants to be insured of freedom 
to run his own business, to hire the 
best possible employees; he wants 
reasonable protection against un- 
fair competition and against coer- 
cion by labor. 

The L. P. gas dealer also wants 
his voice to be heard in issues di- 
rectly affecting his industry. The 
unfair advantage of subsidy loan 
interest rates given to the REA 
co-ops, and the tax exemption 
which they enjoy can only be erased 
if dealers gain a voice and make 
themselves heard. 

There are many ways an L. P. 
gas dealer can approach his duty 
of getting into politics. One is sim- 
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“One phone call from one precinct chairman back home takes the 
place of a thousand letters and a hundred skilled lobbyists.” 


ply to go out and talk to his local 
political party organization and 
ask to be taken in, or get someone 
he knows to bring him into the 
party. This isn’t hard. Most party 
organizations are formed around 
the election precinct in a town, 
county, or Congressional district. 
Usually, the precinct is further 
broken down into units correspond- 
ing roughly to a polling place. 

There is only one way to start in 
politics, as in business, and that’s 
at the bottom. Learning politics is 
like learning business—it takes 
time. A good businessman usually 
becomes an asset to the party of 
his choice, since the same char- 
acteristics that make him success- 
ful in business make him success- 
ful in professional politics. This is 
not to say that he would necessari- 
ly become a good candidate for 
public office. Some do, but many do 
not. 

Joining and working in his own 
political party is only a small part 
of the business of getting into 
politics. The dealer should encour- 
age his employees to do the same. 
He should stimulate other business- 
men to accept their responsibilities. 

This broader approach to prac- 
tical politics is a harder job, but a 
more effective one. One man work- 
ing in a party cannot expect to 
swing any political weight. He 
should bring other local business- 
men into the act, for he will need 
their help and they, his. 

Such issues as the co-ops and the 
REA cannot be divorced from all 
other political questions and con- 
sidered alone. From the politician’s 
viewpoint, they are all a part of all 
local, national, and state problems. 
Together they make up a “bag” of 
political issues. 

For this reason, your own activi- 
ties should be in concert with those 
of other businessmen. You need a 
planned political participation or 
“citizenship” program to weld 
these activities. Such a program 
includes, first, the education of 
yourself and others in _ political 
know-how, and second, work in the 
party or organization. 
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Here’s a program for stimulat- 
ing businessmen and others in 
your locality, or your local L. P. 
gas group, to get a program 
started: 

1. Find out from your local 
businessmen, groups, or chamber 
of commerce if there is a local 
political participation (citizenship) 
campaign running now. If so, get 
in on the activities. 

2. If not, have your local cham- 
ber or other group set up a com- 
mittee (maybe you should head it) 
to survey your business community 
to find out who is already active in 
local political parties or who has 
had experience in political cam- 
paigns. Poll your businessmen to 
find out how many are interested 
(encourage those who demur). 
Find out if possible, without ask- 
ing names, how many are af- 
filiated with a political party, and 
how many list themselves as inde- 
pendents. (Independents present a 
special problem, to be discussed 
later.) 

3. Assess local resources and en- 
list their aid. Talk to the leaders 
of both political parties and learn 
their attitude toward such a cam- 
paign and try to get them to 
help set it up and, if possible, get 
them to help run the courses. Find 
any companies which would like to 
join it. If there is a college or 
university nearby, talk to the 
political science or civics instruc- 
tors to enlist their aid. And by all 
means get local newspaper, radio 
and television stations to help in 
the citizenship campaign. 

4. Set up your political educa- 
tion campaign. It’s possible that 
during your survey, you will find 
that some of the people in your 
business community are local em- 
ployees of larger companies that 
have such an educational program 
underway.’ Work with them, per- 
haps joining in their group or at 
least learning their experiences in 
setting up a workshop. If your com- 
munity or group is strictly on its 
own, contact a state or the national 
chamber of commerce, asking them 
for speakers and material to con- 


duct a political education work- 
shop. You might also contact the 
Effective Citizens Organization (47 
East 68th St., New York City) 
which conducts regional seminars 
in conjuction with both political 
parties and colleges for business- 
men. 

5. After you’ve lined up your re- 
sources, received your training in 
politics, and talked to your local 
political party leaders, then get in 
and get busy working. You’re just 
starting. 

As noted, an “independent” 
voter poses a special challenge to 
your efforts. You should encour- 
age him to register with one party 
or the other. He has, by disasso- 
ciating himself from either party, 
limited his effectiveness and in fact 
lost part of his franchise, because 
in practice he has an opportunity 
to vote only on the candidates 
selected by the parties. Simply by 
registering as a member of a 
party, he can vote in the primary 
elections on which candidates will 
be put on the general ballot. If 
he becomes active in the party, he 
can also have a voice in the discus- 
sions of which men will get all- 
important party backing in the 
primary. More important, perhaps, 
he can get a voice in which issues 
the party will sponsor, which they 
will oppose, and which they will 
ignore. 

As you go along with the pro- 
gram outlined above, there is an- 
other job you should be doing— 
absorbing facts about your local, 
state and national governments. 
First, carefully study your local 
government and community. Find 
out its problems and what its prin- 
cipal shortcomings are. Find out 
which party and what elected of- 
ficials are responsible for any 
major faults. Find out where 
revenues come from and how they 
are spent. Find out voting trends 
in your area, how many voters 
there are, and which issues won 
in which districts and lost in 
others. You'll want to be an avid 
newspaper reader. 

Businessmen who take the time 


43 





“Encourage your employees to join the club, take the courses, 


and become active in their parties, too.” 


and trouble to go through this 
political education and do the work 
that is needed will find many re- 
wards, personal, business, and civic. 
They’ll also find lots of headaches 
along the way. 

Here are some do’s, don’ts, and 
beware-ofs to keep firmly in mind 
from the time you decide to or- 
ganize a citizenship program. 

Don’t expect immediate results. 
Your pet bill or project won’t get 
through next year just because 
you and others become active. Con- 
gress won’t repeal all bad laws 
next year even if you and all other 
L. P. gas dealers become active in 
political parties. This is a long- 
range program. 

Don’t let your citizenship cam- 
paign become affiliated with a sin- 
gle party. From the moment you 
start talking about it, make it 
clear that the idea is to strengthen 
both parties. 

Don’t confuse this campaign 
with a get-out-the-vote drive. This 
is not aimed at voters, but at polit- 
ical activity by businessmen and 
others. 

Encourage your employees to 
join the club, take the courses, and 
become active in their parties, too. 
But don’t try to dictate your com- 
pany’s position to them, or brain- 


A keen observer of the Washington scene, 
Author Neil Regeimbal is BPN's Wash- 
ington editor, one of a four-man staff serv- 
ing the Chilton "stable" of magazines. 
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wash them. You’ll find that the 
more people in your firm who are 
active in politics, the more your 
company or industry position be- 
gins to show up without any direct 
action on your part. The things 
that are good business for you are 
almost always good business for 
your workers and their jobs. If 
you want to make a “pitch” on a 
particular issue, make it to a party, 
not to your employees in that 
party. 

Don’t worry too much about the 
possibility that you’ll be a new- 
comer in an organization where one 
of your subordinates may be lead- 
er. This may or may not present a 
problem, but it can be worked out 
without ill effect. And you may as 
well be prepared for the possibility 
that one of the employees you en- 
courage to join a party ‘vill take a 
different position than do you or 
your industry. Make up your mind 
ahead of time that you’re giving 
employees complete freedom in en- 
couraging political activity. 

This is also a citizenship cam- 
paign. Many of the larger compa- 
nies have worked with their unions 
in setting them up. The decision as 
to how far down among employees 
in your company to carry the pro- 
gram will have to be based on your 
local situation, number of em- 
ployees, relationships, and other 
factors. 

The drive to get businessmen in 
politics is long overdue. But it is 
rapidly catching fire. Such large 
companies in the oil industry as 
Shell (which touched off the whole 
program a couple of years ago), 
Standard Oil of Indiana, Jersey 
Standard, Phillips, Continental Oil, 
American, and others either have a 
program, are setting one up, or are 
considering actively encouraging 
their executives and workers to be- 
come active in partisan politics and 
helping them learn the ropes. 

The Chamber of Commerce of 
the U. S., in Washington, has a 
detailed “action course in practical 
politics,” which includes a leader’s 
manual as well as material for stu- 
dents. To date, it has sent out 
3100 leader’s manuals and 18,000 


students kits to some 2200 groups, 
business firms, and local chambers. 

The business viewpoint has been 
sadly neglected by most govern- 
ments, and particularly the federal 
government, for many years. Busi- 
nessmen simply haven’t taken the 
time as individuals in the past to 
be active in local partisan politics. 
They have relied too heavily on 
trade associations to carry their 
burden for them. They’ve salved 
their conscience with cash contri- 
butions. 

Both of these are valuable in 
political activities. But an associa- 
tion can’t do much more than try 
to offset other opposing associa- 
tions unless the politicians know 
that there are workers in the pre- 
cincts and wards back home who 
are thinking the same way. Cash is 
necessary to any political party, 
but it needs active, hard-working, 
skilled party regulars to put the 
money to work to produce any 
worthwhile results. 

While the results of this citizen- 
ship campaign will be slow in 
building up, there are several good 
reasons why it should be started 
right now. 

This is an election year, when 
party workers are always badly 
needed. This year, all members of 
the House, one-third of the Senate, 
and the President are up for elec- 
tion, along with some officials of 
your state and local governments. 

In addition, recent national polit- 
ical developments mean that the 
1960 election campaigns will prob- 
ably be among the toughest in re- 
cent years. Extra workers will be 
needed. And, because differing 
philosophies now are clearly de- 
fined and will be spotlighted in the 
campaigns, more thinking party 
workers will also be needed. 

In exchange for the hard work 
you will have to contribute if you 
get started in politics this year, 
you will get some of the most re- 
warding and actually pleasurable 
experiences of your life. It’s 
called the great “game” of politics 
for reasons which will become 
abundantly clear—if you get into 
it. ¥ 
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PETROLANE finds out 


what its customers think of it 


S a company grows larger and 
larger, its relationships with 
its customers steadily become 
more remote. The owners become 
managers, trading their service 
uniforms for white collars. Later, 
new levels of sub-management 
are created. Each step in the 
growth process inevitably widens 
the gap between top management 
and the person the company exists 
to serve—the customer. 

Personal contact is delegated to 
the first level employee—the ser- 
viceman, route man, billing clerk, 
and switchboard operator. This 
employee, too, becomes separated 
from top management by the vari- 
ous levels of sub-management 
needed to keep the company func- 
tioning. In time, top management 
runs the risk of completely de- 
taching itself from the customer. 

This situation is recognized as a 
serious problem by top manage- 
ments in large marketing compa- 
nies. They have come to realize 
the importance of good “communi- 
cations” up and down through the 
company’s ranks, and on out into 
the market itself. 

Petrolane Gas Service Inc., of 
Long Beach, Calif., is such a com- 
pany. It’s big—at last count, it 
had 117 outlets throughout the 
West, from the Mexican border to 
Alaska—and its growth has been 
at a breathtaking pace. More and 
more it has been wondering, 
“What do our customers really 
think of us?” 

A company does the best it can 
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Glenn Filbert tallies replies to Petrolane's 


customer survey. 


to render the best possible service. 
3ut until a customer speaks up— 
and few except cranks will do so 
voluntarily—it cannot be certain 
whether he is satisfied. Does he 
like the service he is getting? 
Does he feel the price is reason- 
able? Is he treated courteously? 

Or are there smoldering resent- 
ments that the average customer 
keeps to himself? Has he been 
treated curtly on the telephone? 
Has a sloppy serviceman offended 
him? Has he been frustrated in 
his attempts to get real or imag- 
ined complaints taken care of? 

Like most large companies, Pe- 
trolane had no way of knowing 
the answers to these questions 
without going to the customer 
himself. Early this year, the com- 
pany set about doing it. 

In an organizational realign- 
ment in 1958, the company had 
created a new position, director of 


customer and employee relations, 
and assigned Glenn Filbert to the 
post. One of his first duties was 
to take the pulse of the public. 

The job got under way in early 
1959. A postcard questionnaire 
was designed, which was to be sent 
to all Petrolane customers, district 
by district. It was intended to 
cover a great deal of ground with 
a few questions, but in general it 
had three aims: 

First, to pinpoint weaknesses 
that were purely local. 

Second, to establish weaknesses 
in over-all company policy, as it 
affected the customers. 

Third, to ferret out individual 
complaints that needed personal 
attention. 

The questionnaire was simple 
and brief, but designed to elicit 
comprehensive answers where 
they were called for—such as— 

“Have you ever been out of gas? 
If so, was this a recent occur- 
rence?” 

“Would you recommend our 
company to your friends or neigh- 


bors? Would you recommend 
L. P. gas to your friends or 
neighbors?” 


“What can we do to improve 
our service to you?” 

In addition to the direct ques- 
tions, customers were asked to 
rate five types of employees — 
manager, driver-salesman, service- 
man, office man, and yardman—as 
to knowledge of his job, personal 
appearance and attitude. 

As the questionnaires began to 
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flow back into the office and were 
analyzed, potential trouble spots 
that the company might never 
have imagined existed began 
showing up. 

For example, there were com- 
plaints about the price of the gas. 
One customer wrote, “I feel that 
for the size of the house, its con- 
struction and insulation, we are 
being overcharged.” This same 
complaint, phrased in different 
ways, recurred with surprising 
frequency. 

Management was puzzled. The 
accusation seemed unfair. Petro- 
lane’s rates are competitive with- 
out being cut-rate, in all of its 
districts. What was most incon- 
grous was that most of the rate 
complaints came from districts 
where the price was lowest. San 
Diego, for one. Yet from far-off 
Libby, Mont., where the laid-in 
cost runs the price up to a high 
level, there was nary a peep. 

As more districts were heard 
from, the answer began to emerge. 
The largest concentration of high- 
bill complaints came from areas 
where natural gas rates were low- 
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est. Where they were highest, 
there were no complaints. 

The difficulty lay in the custom- 
er’s “conditioning.” In San Diego, 
many LPG users are families who 
have moved from the city out past 
the mains. Accustomed to very 
low bills, they were surprised to 
find LPG more costly. 

“The trouble was,” Filbert ex- 
plains, “these customers expected 
L. P. gas to be priced about the 
same as city gas. We had failed 
at the time we acquired this cus- 
tomer to properly explain our type 
of service and to justify our price 
structure as compared to natural 
gas or other city utilities. 

“People should be prepared to 
pay a higher price. It’s up to the 
salesmen to tell them.” 

As a result of this discovery, 
Petrolane has begun impressing 
upon its district managers the 
importance of making the price 
situation clear to prospective cus- 
tomers. This will prevent resent- 
ment from building up and pos- 
sible loss of a disgruntled cus- 
tomer after he has received a few 
“high” gas bills. 


This matter of explaining rates 
in advance is now being made a 
part of company policy. 

In every instance where the 
survey has brought out a pattern 
of difficulty, the company has de- 
vised corrective action. For ex- 
ample, there appeared to be some 
unfavorable reactions to treatment 
by office personnel. Tactless han- 
dling of disputes over gas bills, 
thoughtless handling of telephone 
inquiries, and other seemingly 
petty annoyances were irritating 
customers. Sometimes, the com- 
pany realized, it is just such little 
things that can alienate a good 
customer. 

Management decided that office 
personnel needed more training in 
customer contacts. Two-day “office 
personnel workshops” were estab- 
lished, bringing district office em- 
ployees into regional headquar- 
ters for demonstrations, discus- 
sions, and forums. 

The format of the workshops in- 
cludes more than simply customer 
contact techniques. The purchas- 
ing manager spends an hour or so 
discussing procedures and Con- 
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troller Wallace Ginder spends al- 
most a day and a half going over 
accounting problems. But the sur- 
vey was the catalyst that brought 
the workshops about, so half a 
day is devoted to customer rela- 
tions techniques. 

For his part of the program, 
Filbert put together tape record- 
ings of imaginary conversations 
between customer and office em- 
ployee. One tape showed the right 
way to handle several hypotheti- 
cal situations. A second con- 
tained a melange of “horrible ex- 
amples.” As they listened to the 
latter tape, employees were in- 
structed to list as many flaws as 
they could detect. 

The importance of the customer 
relations forums was that they fo- 
cused attention on contact em- 
ployee’s own shortcomings. 

The survey itself also helped to 
focus attention on the appearance 
of employees. Comments on ap- 
pearance served to remind Petro- 
lane’s management that a clean 
uniform is not necessarily an at- 
tractive one. As a result, a new 

| Continued on page 50] 
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“FLEET OPERATING COSTS HAVE BEEN CUT 20% 


v 


“Our experience with Fords has 
proved that you can run a fleet 
of trucks more efficiently if you 
pick one make and ride it. We 
save on maintenance costs be- 
cause our mechanics are fully 
familiar with Ford’s design. 


“And, with an all-Ford fleet we 
don't have to stock a large parts 
inventory to be able to handle all 
repairs. We can get those heavy 
items we don't stock delivered to 
our shop an hour after ordering. 
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Francis J. Schuster, executive vice-president 
of Troy Fuel Oil, Inc., Indianapolis, Indiana, is 
as familiar with the trucks in his fleet as he is 
with every other phase of the successful fuel oil 
delivery operation established in 1930. Troy 
Fuel Oil Co. uses 23 Ford Trucks to deliver its 
products to customers within a 35-mile radius of 
their Indianapolis terminal 


“Detailed cost records kept 
during the first five years of our 
Ford standardization program 
show that these and other related 
savings reduced our fleet oper- 
ating expenses more than 20%. 


“The units we use range from 
pickups to tandem axle tractors 
and we find that Ford Trucks fit 
our requirements to a tee. The 
fact that Ford engines are made 
to run efficiently at a high rpm 
rate lets us select high numerical 


rear axle ratios which give us 
longer power train life. Since 
most of our engine load is in 
pumping, and we don’t need 
more than 45 mph in city deliv- 
ery, we Can use a smaller engine 
and still get good acceleration. 


“And Ford’s Tilt Cab design 
gives us bigger payloads due to 
higher front axle loading. This is 
particularly true of our C-700 
unit which carries 2,200 gallons 
of fuel oil for home deliveries.” 
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SINCE WE STANDARDIZED ON FORD TRUCKS!” 


Big Fords for ’60 are built 
for longer life...with 


Certified Durability 


Whatever your job... wherever you do it... you'll 
discover just as Mr. Schuster did, that Ford Trucks 
are the best investment you can make for your 
transportation dollar. 


Certified results of tests conducted by Amer- 

ica’s leading independent research organization 

(name available on request ) confirm the fact that 
Troy Fuel Oil Company's Ford Super Duties have been refined to make 
C-700 shown at the loading 3 é 
aren Is nly 1814 fest long ond them more durable than ever before. Automatic 
is such an attention-getter that radiator shutters, improved electric fuel pumps, 
they have used it in their exhibit f pa ? ‘ 
at the Indienegalic Nome Show and redesigned wiring harnesses are typical of the 
for the past three years. advancements to be found in these units. 


Automatic radiator shutters reduced the cool- 
ant temperatures recorded in severe mountain 





road tests from a range of 79° to a 20° range. En- 
gine operation between the temperatures of 167 
and 187° means less expansion and contraction, 
more efficient combustion and better lubrication 

. all of which contribute to longer engine life. 

Dynamometer tests showed no vapor lock with 
Ford's submerged-type electric fuel pump at tem- 
peratures up to 200°. Incipient vapor lock with 
mechanical fuel pump resulted in a power loss of 
9% under the same conditions. Shaker table tests 
plus constant exposure to oil, water and heat 
proved 1960 wiring harness to be three times 
longer lived. 


Troy drivers like the maneuverability and easy ride they get with , ” a. ba . ee ee 
Ford's Tilt Cab Trucks. Turning tight corners and getting out of Test results like these plus the expe rience of 


blind alleys is no chore with their Fords. satisfied users are important, but that is not all. 
For 1960, the Super Duty line has been broadened 
to provide even more flexibility in power train 
options. Get the facts from your Ford Dealer! 


Lal, * FORD TRUCKS 
COST LESS 


LESS TO OWN...LESS TO RUN... 


BUILT TO LAST LONGER, TOO! 
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Sometimes a suggestion led to a new company activity 


| Continued from page 47} 

set of uniforms, of dacron and 
rayon material, was adopted. It 
even includes a “scratch-proof”’ 
belt to protect customers’ appli- 
ances in case of too-close contact 
by service personnel. 

Sometimes a customer’s sugges- 
tion would lead directly to the 
birth of a new company activity. 
One customer in Montana asked, 
“Why don’t you make periodic 
checkups of appliances, tanks, 
metering devices, etc.?” It sounded 
like a good idea. So John Wallace, 
vice president in charge of the 
northern regions, set up a pro- 
gram called “Operation Checkup.” 
By postcard mailings, customers 
were invited to have a summer in- 
spection-and-service call. A price 
of $7.50 was put on the job. 

Response was immediate and ex- 
cellent. The program went into 
operation this past summer, and it 
will probably be repeated, accord- 
ing to present plans. 

Included in the package were 
the following services: 

Gas lines: pressure-test, check 
for leaks (soap test all lines); 
check storage tank, inspect pres- 
sure regulator. 

Appliance controls: Check and 
clean thermostats, check 100 per 
cent safety controls. 

Combustion check: Clean burn- 
ers, clean pilots; check flues; re- 
size orifice if needed. 

Each checkup customer was 
given a certificate showing work 
done and items needing replace- 
ment or repair. An additional 
copy was made for the company’s 
records. 

Some of the problems that came 
to light in the survey were of a 
purely individual nature. One wo- 
man wrote, “The only kick I have 
is to get someone to call for pay- 
ment as I have no car and couldn’t 
walk that far as I am crippled.” 

Petrolane management feels 
that such comments as these are 
important, too. This woman needs 
help with her own personal prob- 
lem. But it may never have been 
known if the survey had not 
brought it to light. 

In this case, as in all cases 
where there is a complaint of any 
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kind, the company sent out a 
thank-you letter to the woman and 
told her that local management 
had been told about her problem. 
Follow-through on all complaints, 
incidentally is handled through 
the regional manager, who is re- 
sponsible to see that the local man- 
ager is informed and corrective 
action taken. 

tegional managers also receive 
complete tabulations of survey re- 
plies for each district in their re- 
gion. 

As with the complaints about 
the “high cost” of the gas, there 
are some gripes that cannot be 
solved by direct action. One cus- 
tomer wrote, “We object to pay- 
ing the huge deposit required. It’s 
insulting to be taken for a finan- 
cially incompetent person until 
proved otherwise.” 

It’s easy to see why this policy 
would be irritating. But the cus- 
tomer is located in an area where 
the concentration of service per- 
sonnel is heavy. Families are con- 
stantly moving in and out, and de- 
posits are a necessary protection. 
But, knowing that a customer ob- 
jects, the local manager can ex- 
plain the situation with patience 
and tact, and convert an unhappy 
customer into a friend of the com- 
pany. 

These examples are only a tiny 
cross-section of the comments re- 
ceived to date. The overwhelming 
majority of replies were extremely 
favorable. To the question, “What 
could be done to improve our ser- 
vice,’ most respondents wrote 
such things as “Couldn’t be done” 
or “It’s fine as it is,” or words to 
that effect. 

This was heartening to Petro- 
lane management. It may have 
been just a little surprising, too, 
because compliments are always 
harder to come by than criticisms. 
Nearly everyone with a gripe likes 
to air it. Few people who are 
happy with a service bother to re- 
ply to questionnaires. 

In analyzing returns, Filbert 
got to musing over whether the 
returns would be higher in dis- 
tricts where there are more com- 
plaints than in the best areas. It 
didn’t work out quite that way. 


One of the problem areas did run 
up a high percentage of returns, 
but it was matched in volume in 
one of the better areas. Why? 
“Well,” Filbert explains, “one of 
the ‘good’ areas with the high re- 
turns was Twenty Nine Palms (in 
the California desert) and out 
there people are just not quite so 
busy as they are in the metropoli- 
tan areas. They’ll take the time 
to answer questionnaires like this 
one. In the metropolitan areas, 
people just won’t be bothered.” 

Over all, returns were averag- 
ing about 5 per cent, which is con- 
sidered good for this type of sam- 
pling. It’s particularly good in 
view of the high percentage of 
favorable replies. 

At this writing, the surveys are 
far from finished. A great deal of 
clerical work is required to ad- 
dress the letters and tabulate the 
replies, and a lot of executive time 
is spent in analyzing them and 
setting up corrective measures. 
But already it has had a marked 
effect upon procedures, policies, 
and work habits. 

It has forcefully brought home 
the intense need for better two- 
way communications between cen- 
tral management and the men and 
women in the field. One effective 
new communications tool was put 
to work in May. It’s a “Field Man- 
agement Bulletin,” issued monthly 
to all regional, division, and dis- 
trict managers. Subjects covered 
are those which are not appro- 
priate for discussion in the com- 
pany’s house organ. Some matters 
intended for management alone to 
see; others are subjects that 
should or may be discussed with 
employees, but which should be 
presented through the local man- 
ager rather than direct from cen- 
tral headquarters. 

There will, no doubt, be other 
innovations as the survey pro- 
gresses. But already big strides 
have been taken in tightening the 
lines of communication between 
home office and the field. In the 
end, the program will bring this 
big company closer to the cus- 
sumer, and tear down the barrier 
of remoteness that its size has 
helped to build. * 
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“Financing cylinder purchases with 
LINDE saved us money” 


says John Rose, President, Propane Industrial Service, Willoughby, Ohio 


“With the help of LINDE’s financing plan, we were 
able to multiply our business several times in three 
years and we don’t see a limit yet. Financing cylinder 
purchases with LINDE saved us more money than any 
other lease or purchase plan we ever heard of. It 
means we get the best cylinders at the lowest possible 
cost.” 

Mr. Rose has his largest investment in LINDE’s 
Prest-O-Lire lift truck cylinders. Like all LINDE 
cylinders, they’re built to last. One seam, not three, 
for light weight and high strength. Footring designed, 
constructed, and coated to prevent rust, and curled 
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for strength and protection. The handhole is curled, 
£ } 

too, for a comfortable grip. 

Be sure to get the facts on how LINDE’s Credit Plan 

Dp 
can help you expand your business. Write Dept. 
BU-01, Linde Company, Division of Union Carbide 
’ pan) 

Corporation, 30 East 42nd Street, New York 17, N. Y. 
In Canada: Linde Company, Division of Union Car- 
bide Canada Limited. 


“Linde”’, “‘Prest-0-Lite” 

and “Union Carbide” 

marks 

of Union Carbide Corporation, 


‘ntle CARBIDE 


are registered trade 





Now Available For Government Sale 


Sealed Bid Opening February 9, 1960 


The Louisville Butadiene Plant, located in the ‘‘Rubbertown" 
area jisville, Kentucky is an exceptional offering for 
the astute investor. This special purpose plant was designed 
to produce butadiene from ethyl alcohol yet it is easily 
vertible to many other processes 
nN a prime industrial site along the Ohio River, 
s in marvelous condition. High volume tankage 
>quipment, low-cost transportation 
ynsiderable room for expansion, and 
e are indications that this plant has all 
for high yield on the investment dollar 
All prev restrictions as to use or National Security 
» have been lifted. If your company's processes 
are in any way similar to that of this facility, you may 
find that the purc hak and conversion costs are minor 
compared to the productive capacity and advantageous 
location of the plant 
ls your organization ready for expansion or are you 
looking for a sound practical’investment? In either case, 
the Louisville Butadiene Plant is well worth your 
immediate investigation. 


bid form G-Kentucky 


bring y U 
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n n the 


GENERAL SERVICES ADMINISTRATION, Business Service Center 
U.S. Courthouse, Room 575, Chicago 4, Illinois BP 


ky-465 on the 


LOUISVILLE 
= BUTADIENE PLANT 


LOUISVILLE, KENTUCKY 


See» wErrririn 


Co ag tee! 


CONTROL ROOM—BUTADIENE UNIT 
SPECIFICATIONS 
Process Equipment: 


sists of thr 


Plant Consists of: 


Utilities: 


Rail & —_— Seowtee: 
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SEALED BIDS will be opened on 
February 9, 1960 at 3 P.M. (CST) 


GENERAL SERVICES 
ADMINISTRATION 


Business Service Center 
U.S. COURTHOUSE, Room 575 + Chicago 4, Illinois 
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+ LPG marketers seek a bigger 


voice in petroleum industry affairs 


HE LPG industry wants its influence to be 

felt more strongly among the members of the 
petroleum products family. In the words of 
LPGA President F. L. Fagan, it wants to be a 
“stepchild” no ionger. 

A good many industry leaders are hopeful that 
the new Liquefied Petroleum Gas Committee of 
the American Petroleum Institute will be a 
medium through which they can achieve this goal. 

The committee, formed by the API’s Division 
of Marketing last summer, had its inaugural 
meeting at the institute’s convention in Chicago 
in November. Les Fagan keynoted the affair by 
pointing out ways in which the committee could 
help LPGA. These ideas, some his own and some 
reflecting the thinking of other industry leaders, 
were listed specifically: 

e Determine the size of our industry. “There 
is reason to doubt,” said Fagan, “that our figures 
are as reliable as they should be in either dollar 
volume or number of customers. I believe API 
can be a great help here. I think this would be 
of great help to management.” 

¢ Give LPG men a better understanding of 
market patterns (‘‘why the change in emphasis of 
certain markets, etc.’’). 

e Explain LPG dealers’ position in the over- 
all petroleum picture. “How do we compare in 
size to other segments of the petroleum indus- 
try?” he asked. “What can we look forward to 
two years from now, (or) 10 or 20 years from 
now? 

“All of these things are now available with 
reasonably accurate figures for natural gas, gaso- 
line, oil and other segments of our industry.” 

Fagan emphasized the need for information 
which could be used for long-range planning. 
“How should we as marketers plan our expan- 
sion?” he asked. “What can we look for in long- 
range supplies? What can we expect in 1975 
(competitively) from other forms of energy? 
Should we spend money to expand or would it 
be wasted 10 years from now?” 

Speaking in broader terms, Fagan complained 
that some marketers felt there is no “clear-cut, 
easy way to reach the top management level of 
producing companies.” He felt that some of the 
company presidents should attend LPGA conven- 


tions. “A first-hand view of our problems would, 
I think, make top management more cognizant 
of the problems the LPG division of its company 
has to contend with. 

“Each department of a producing company 
is important and should be recognized as such. 
I feel the LPG division of your company should 
be recognized... 

“There is a growing feeling among marketers 
of LPG that we should be given equal considera- 
tion (with) the oil heat industry.” 

Mr. Fagan’s talk was an attempt to give con- 
crete expression to the marketers’ views on how 
the committee could accomplish the “purposes” 
and “functions” broadly set forth in its organi- 
zational declarations. 

sriefly, the purposes were “to coordinate in- 
dustry members’ concepts and activities in sup- 
ply and distribution problems relating to L.P. 
gases; to promote an understanding of the prob- 
lems of L.P. gas distributors and suppliers .. .” 

The functions were to “provide a forum for 
discussion and exchange of ideas . . . disseminate 
information of interest and benefit to producers 
and distributors .. . encourage cooperative under- 
standing between (them) (be a) clearing 
house for problems affecting both . . . cooperate 
and coordinate its activities with other market- 
ing division committees and other divisions and 
committees ... specifically . . . toward problems 
of technical, engineering, and regulatory phases 
of the L.P. gas industry. . . . to cooperate with 
L.P. gas industry trade associations .. for the 
continued healthy and profitable growth of the 
L.P. gas industry.” 

The committee is in no way to conflict with the 
LPGA, say its members, among whom are num- 
bered many strong LPGA supporters. More than 
one third of the 36 members are LPG dealers. 

The initial meeting was primarily for organi- 
zation and orientation of members. Background 
on other industry problems and activities which 
would fall within the scope of the committees 
proposed functions was given by Paul Tucker of 
Phillips Petroleum, who spoke on “Legislative 
and Regulatory Trends—Will They Affect Sales ?” 
and F. T. Carpenter, new L.P. Gas Council head, 
who led a discussion on the council’s work. & 
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This is how the experimental forced air radiant heater looks when 
installed in the ceiling (left). The 3!/2 by 5!/2 in. radiant heater 
grid is surrounded by a 13 by 15% in. screen. Vent on left side of 


screen brings in cool air while vent on right side pours out warmed 























~ Here's the 


air. With the screen removed (right), the heater looks like this. 
The pencil-like cylinders are the two banks of thermocouples on 
either side of the radiant burner. Entrance to exhaust system can 
be seen in lower center. 


ali-gas, fan-driven bathroom heater 


HE dream of all gas appli- 

ances one day being self-con- 
tained came a step closer to pro- 
duction reality recently. The for- 
ward step, made by Lone Star Gas 
Co., Dallas, Tex., is an all-gas fan- 
driven bathroom heater. 

This breakthrough, briefly an- 
nounced in December BPN, closely 
follows the fuel cell tractor break- 
through covered in detail last 
month. Both develop electric en- 
ergy from gas. The tractor uses 
propane, but the heater can use 
either LPG or natural gas. The 
main difference between the fan 
and the tractor is that the former 
employs thermocouples while the 
latter uses fuel cells. Thermo- 
couples, as their name indicates, 
develop electricity from heat. Fuel 
cells, on the other hand, turn the 
chemical energy in a gas directly 
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into electric energy, as in a bat- 
tery. 

Thermocouples, of course, are 
nothing new. For years they have 
generated current in controls sys- 
tems using self-contained thermo- 
stats, providing the juice from 
the heat of a pilot flame. However, 
this was a tiny current, measured 
in millivolts. Thermocouples that 
generate enough electricity to run 
a fan are a recent development. 

After conducting a series of suc- 
cessful experiments with a ther- 
moelectrically - driven fan, the 
American Gas Association said the 
thermocouple “opens entirely new 
design concepts for gas appli- 
ances, promising even greater de- 
sign convenience and comfort than 
is available now.” 

To the LPG industry, this should 
ultimately mean that out-of-the- 


way customers could depend com- 
pletely on gas. In the more im- 
mediate future, it should mean 
that such gas appliances as forced- 
air furnaces could operate com- 
pletely independent of electrical 
power. 

Lone Star’s heater combines a 
recently developed radiant - type 
burner and a series of 24 small 
thermocouples. The latter power 
the built-in fan and also the auto- 
matic valve controls. 

The thermoelectric source used 
is the same type announced by the 
Atomic Energy Commission last 
January for space satellites. This 
type uses an atomic fuel. The AEC 
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Sue 


More payload—/ess dead weight, more profit. That's the quick story of how USS ‘‘T-1" Steel's superior strength pays off in lower operating costs. 


LP gas tanker of (ss)"“T-1” Steel saves over $5,000 a year ! 


The Arrow Gas Company of Roswell, New Mexico, 


operates a fleet of 20 trucks delivering butane, propane 
and liquid ammonia in five states and Mexico. 

Seven of the tankers are new units built with USS 
““T-1”’ Constructional Alloy Steel for maximum pay- 
load with minimum weight. Compared to the older, 
heavier units, the largest 10,000-gallon ‘“T-1”’ Steel job 
saves over $5,000 a year in operating costs. Mr. O. L. 
Garretson, Executive Vice President of Arrow Gas, says, 
“If our entire fleet consisted of “T-1’ Steel units of our 
latest design, our operating costs would be reduced by 
$150 a day. Needless to say we are planning to convert 
all our tankers to “T-1’ Steel in a rather short time.” 

The manufacturer of the ‘“T-1”’ Steel tankers is 
equally enthusiastic. The one shown above was built by 
the Lubbock Machine and Supply Company, Inc., 
Lubbock, Texas. Mr. T. A. Rogers, President of the 
firm, says, ““‘We had hoped that 50% of our output of 
trailers would be in “T-1’ Steel, but actually it has 
gone to 90%—away beyond our expectations. “T-1’ 


Steel construction is more profitable to us because we 
can offer our customers a money-making product and 
thereby create more sales.” 

The big advantage of USS “T-1” Steel for tankers 
is that its high ultimate strength of 115,000 psi mini- 
mum, permits design for greatest payload without ex- 
ceeding legal load limits. The new 10,000-gallon ‘“T-1” 
Steel units haul 2,360 extra gallons—a 31% increase 
over the older units in use at Arrow. At the present 
time Lubbock Machine and Supply Company, Inc., are 
producing tankers up to 10,900 gallons. Local conditions 
may permit even larger gallonage and greater savings. 

The efficiency of ‘“T-1”’ Steel for tankers goes all the 
way down the line to bobtail trucks used in home deliv- 
ery. These, too, haul more gallons per pound of weight. 

They make more deliveries per day, reduce license 
fees and cut fuel costs. For more information about 
USS ‘“‘T-1” Steel, contact our nearest sales office or 
write United States Steel, 525 William Penn Place, 
Pittsburgh 30, Pa. 


USS and “T-1" are registered trademarks 
United States Stee! Corporation —Pittsburgh 
Columbia-Geneva Steel — San Francisco 
National Tube— Pittsburgh 
Tennessee Coal & iron— Fairfield, Alabama 


United States Steel Supply — Stee! Service Centers 
United States Stee! Export Company 


United States Steel 





Looking at the unit from the top (with the cover removed), one can see the five finned heat 


exchangers and the fan. Compartment in foreground acts as incoming duct, channeling 


air to fan. Fan blows this air over heat exchangers, which are connected to exhaust. Heated 


air is directed downward by curved shield. 


report described the device as “a 
significant breakthrough because 
of its high efficiency, generating 
stamina, and absence of moving 
parts.” The same thermocouples, 
used in the Lone Star unit, are 
heated with natural gas instead of 
atomic fuel. 

The small, radiant-type burner 
supplies a high concentration of 
infra-red heat. Its high efficiency 
and low-cost operation have made 
it particularly adaptable to many 
types of commercial and industrial 
use such as defrosting airplanes, 
lengthening the season for out- 
door restaurants, heating outdoor 
construction areas, and drying 
crops. 

It’s ideal for ceiling installation 
in large or small bathrooms be- 
cause of its i. stant warming ac- 
tion despite reiatively low ambient 
temperatures. 

The radiant-type burner is a 
highly efficient heat source. More 
than 50 per cent of its heat is re- 
flected directly into the area to 
be heated. The burner was con- 
ceived and developed by Guenther 
Schwank, German designer of gas 
appliances. 

Lone Star’s experimental unit 
adds to this efficiency, since the 
fan recovers an additional 25 per 
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cent of the heat which might 
otherwise be lost. The stack tem- 
perature is reduced from 1000 deg 
F at the burner outlet to 228 deg 
F at the stack outlet. The fan cir- 
culates cold air over a series of 
five small finned-tube heat ex- 
changers connected to the exhaust 


header, for additional heat re- 
covery. 

The burner has a constant-burn- 
ing gas pilot. The main valve is 
controlled by a simple wall switch. 
Wiring to this control point is low 
voltage, low amperage and offers 
no electrical hazards, due to use 
of self-generated thermoelectric- 
ity. 

The entire unit is contained in 
a two-compartment box with com- 
ponent parts mounted on a com- 
mon base. When installed in the 
ceiling, the only visible portion of 
the heater is the 5% by 3%%-in. 
burner grid and its surrounding 
ornamental screen, measuring 
1554 by 13 in. The box above the 
screen is 12 in. wide, 14% in. long 
and 834 in. deep. 

The Schwank burner is rated at 
4800 Btu per hour input. The 
burner pilot is match-ignited just 
once, in the fall. A valve provides 
complete shutoff of both main 
burner and pilot, in the event of 
pilot failure. 

Cost of the pilot model was rela- 
tively high. The 24 thermocouples 
cost $4.50 each, but they are now 
available at about $2 apiece to 
heater manufacturers. Further im- 
provements in manufacturing 
could further reduce the cost mak- 
ing the self-contained forced-air 
gas heater a production reality. @ 





The U. S. Air Force's TAP-100 


This propane-powered, porcupine-like 
device is known to the Air Force 
as TAP-100. The name stands for 


Terrestrial Auxiliary Power, 100 
Watts. It is believed to be the most 
powerful thermoelectric generator 
ever built, having an output at least 
ten times that of any similar device 
ever made in this country. TAP-100 
converts the heat of its propane flame 
directly into electricity, supplying 
enough power to light an average 
room, operate a one-eighth horse- 
power electric motor, or power the 
average portable T-V set. Weighing 
only 40 lbs., TAP-100 delivers three 
times as much power per pound of 
weight as any known generator. 
Being a thermoelectric device, the 
Westinghouse-built unit has no mov- 
ing parts. The Air Force envisions 
such generators powering electronic 
installations in remote areas, espe- 
cially since it can use various types 
of fuels. 
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When youre where the snow & ice is 
With a fuel delivery crisis, 


WN mid ‘ wel al 


Wy. all ca 


WK 


Remember what the best advice is: 
CALL UNITED! 


Remember the fuel supply plan that bulk plant men Supply and on-time delivery guaranteed. 
like you created? The one that meets every hope you 
have for really worry-free service? Every shipment given exact odorization con- 


It's the UNITED plan. Based on our years-long sur- trol. 


vey of bulk plant operators’ needs. Backed by an un- 5 “cal é ' ; 
excelled record of delivery performance. Expert technical advice and service, yours for 
: the asking. 

Here it is — your 10-Point Service Plan for a worry- 


free winter: Prompt and fair claim adjustments, 


Finest-quality NGAA specification fuel ob- 


. . Plus the added benefit of having a thousand 
tainable — propane, butane or mixtures, 


items of LP-Gas bulk plant parts and equip- 
Drawn from 24 producing plants and six un- ment available for immediate shipment to 
derground storage caverns, in 7 states, south you from our own service warehouse. 

and north. We also maintain 100 full tank- 

cars in sidetrack storage in Minnesota, This is the program that gives meaning to our claim 
throughout the winter, for super-fast de- that you've never had fuel service so good ‘til you've 
livery service. had it from United. Try us and see! 


Delivered to you with our own multi-hun- 
dred-unit fleet of tank cars and road trans- 
ports. 


Sold at competitive laid-in prices. 


We provide inventory control to keep your 
storage filled. 


UNITED PETROLEUM GAS COMPANY. 


4820 Excelsior Blvd., Minneapolis 16, Minnesota 
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MARKETED PRODUCTION OF LP-GAS 
(In Millions of Gallons) 





DOMESTIC AND 


TOTAL COMMERCIAL (1) MOTOR FUEL 


INDUSTRIAL AND GAS 
MISCELLANEOUS 


CHEMICAL 
MANUFACTURING 


RUBBER 


MANUFACTURING COMPONENTS 





Yeorly Yearly 


Increase 


Yearly 


Volume Increose Volume Increese Volume 


0.4 7.2% 

18 81.4 2 

77 36.2 A 48 
40.2 : 124 
20.4 257 


22.8 . 130 (2) 226 
21.4 . 290 269 
5.9 \ 371 27.8 339 
10.2 J 498 34.5 374 
3.9 J 547 9.8 402 


19.5 . 652 19.1 
8.4 ° 773 18.7 630 
4.6 , 805 41 
7.5 F 852 5.9 806 

10.0 1,020 


(1) #4 h @ ond other h hold and farm uses. Included also is LP—Gos sold by 
domestic distributors but used for commercial or industric! purposes. 

(2) Fer all years price to 1950 the Motor Fuel volumes ore included in the Industrial and 
Miscellaneous volumes. 





(3) Includes more complete coverage of refinery fuel. 
(4) Includes more complete coverage of LPG mixture streams containing ethane and methane. 
(5) Includes velume used in secondary recovery of petroleum. 


Volume 


556 (3) 


685 (5) 


Yeorly Yeorly 


Increase 


Yearly 
Increase 


Yearly 


Increase Volume Volume Volume Increase 


60.0 % 

20.4 

31.4 35 
17.4 224 


5.2 624 
Wg 845 
-7.8 871 

“14.4 967 
-13.7 1,050 


1.4 1,493 (4) 

-0.7 1,601 
8.9 1,732 
3.4 1,899 
2.6 2,396 


REMARKS: In this table total soles for all years except 1959 were obtained from U. S. 
Bureau of Mines reports. Distribution for the years 1935 to 1958 inclusive, was obtained 
from the some source. All other volumes were estimated by the writers. The total soles 
volume includes oll LP-Gas (propane, butone, and propone—butane mixtures) when sold 

os such, Until 1944 the sale of pentane when sold for any purpose other thon motor fuel 
blending was included. Since then it has been excluded. It does not include LP-Goses when 
blended or otherwise used (e. g. by alkyl! ) in the focivre of gosoline. Inter—company 








such as pi 


of LP—Gos by one company from other companies and 


resold os LP—Gos hove been eliminated in order to avoid duplication of sales figures. 











A billion gallons 


in a single month! 





It's been only 15 years since annual sales of LPG 
first topped the 1 billion gal. mark. Last month, 
the industry set another new record—this time, 
total sales for the one month topped 1 billion gal. 











It was a tremendous sales year, according to 
early estimates. The total gallonage equalled 
8,693,000,000 gal., up 16.5 per cent over 1958, 
which was 7.5 per cent ahead of 1957. 


The trend should continue due to the large poten- 
tial markets for chemical, domestic, and motor 
fuel uses. So say George R. Benz, W. F. DeVoe, 
and Paul W. Tucker, the authors of the latest 
annual “Phillips Report." Excerpts from the re- 
port appear on the pages that follow. 
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Now dual printing is combined 


accounting! With Burrough 


fully automatic 


snew sm artly styled F-5000 
Dual Printing Accounting Machine, t ere are no extra 


operator decisions to m ake and no extra keys to punch. 
The machine prints identi ltaneously 
—on two original records automatic 
without key capa get far greater 
flexibility to help you accounting jobs 
faster. Here’s why: 

NEW SPEED: Faster printing time 
operation, which is 100% automatic 


al ficures— 
Balances 
And you 


handle 


simu 
are 


more 


speec 


33-1 


Is machine 


3% reduc- 


Burroughs 
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tion of posting cycle shrinks work time cons 
NEW FLEXIBILITY: Dual printing is applic 
wide range of jobs. Programming cap 
Ip to 100% 


iderably. 
able to a 
icity is increased 
Memory capacity is fully utilized. 

Weigh these merits, together with the F-5000’s key- 
board input and 252 digit memory, against your 
accounting jobs—payables, receivables, payroll, ledger 
statement with distribution, and utility billing, to name 
just a few. For full details just phone our nearby branch 
office. Or write to Burroughs Corporation, Burroughs 
Division, Detroit 32, Michigan. 


Burroughs—TM 


Burroughs Corporation 
“NEW DIMENSIONS /| in electronics and data processing systems” 
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LP GAS DOMESTIC AND COMMERCIAL SALES 


ail 


The largest market for L. P. gas 
continues to be sales to domestic 
and commercial customers. The 3.6 
billion gal. sold in 1959 is an in- 
crease of 9.4 per cent over the 3.3 
billion gal. sold in 1958. Domestic 
and commercial sales have in- 
creased from 2 billion gal. in 1950 
(2.8 billion in 1955) to 3.6 billion 
gal. in 1959. The trend is expected 
to continue upward. 


However, sales for domestic and 
commercial use have accounted for 
a decreasing percentage of the to- 
tal L. P. gas market for the past 
several years, dropping from 51.2 
per cent of the market in 1954 to 
41.5 per cent in 1959. 

The most important factor in 
domestic growth continues to be 
house heating. The trend is for 
present customers to heat addition- 
al rooms by installing central gas 
heating or larger space heaters. 
Home owners continue to convert 
from other fuels. New housing 
starts were up 18 per cent over 
1958; many of these are enjoying 
the convenience of L. P. gas heat. 

The trend continued for cooking 
and water heating customers to ex- 
pand their use of L. P. gas. Recent 


trends are for distributors to use 
larger delivery trucks and for bulk 
tank manufacturers to finance 
tanks sold to distributors. 

Agricultural uses of L. P. gas 
continued to expand, especially for 
grain drying and tobacco curing. 
Other important agricultural uses 
besides motor fuel were for brood- 
ing of chickens, turkeys and pigs; 
for weed burning, and flame culti- 
vation. 

Natural gas lines continued to be 
extended in 1959. Florida received 
natural gas for the first time. The 
resulting gas publicity in Florida 
has made the public more gas-con- 
scious, thus helping L. P. gas dis- 
tributors to compete more success- 
fully in securing the cooking and 
water heating loads. 





LP-GAS MOTOR FUEL SALES 


MILLION GALLC 
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During 1959, L. P. gas sales for 
motor fuel increased 85 million gal., 
cent over 1958. From 
1955 to 1959, they increased from 
652 million gal. to 937 million gal. 
The 1959 motor fuel sales repre- 
cent of the total 


or 10 per 


sented 10.8 per 
industry sales. 
The largest volume market for 
motor fuel continues to be for use 
in farm tractors. Factories are 
producing larger quantities of trac- 
tors equipped to use L. P. gas. The 
conversion of gasoline tractors to 


burn LPG continued. Farm trac- 


tors were used more in 1959 than 
in 1958 due to more favorable 
weather conditions throughout 
most of the United States. Diesel 
tractors are making serious inroads 
on the farm tractor market espe- 
cially on the larger farms. 

Use in irrigation pump engines 
increased in 1959 over 1957 and 
1958 because of drier weather in 
many parts of the country. 

The use of L. P. gas in indus- 
trial lift and tow trucks continues 
to increase at a faster rate than 
any of the other L. P. gas motor 
fuel uses. Factories are producing 
larger quantities of L. P. gas 
fueled lift and tow trucks, and 
many gasoline units are being con- 
verted. 

The use of LPG for cargo truck 
refrigeration and heating, ready- 
mix concrete trucks, electric gen- 
erator sets, and delivery 
truck fleets continues to show sub- 
stantial gains. 

Conflicting 


local 


opinions regarding 


the ability of L. P. gas to perform 
in over-the-road truck engines have 
existed for a long period of time. 
In an attempt to bring this issue to 
a conclusion—since the poor per- 
formance in some instances has 
been blamed on varying amounts 
of butanes or unsaturates such as 
propylene—it was necessary to run 
specific tests. The results of these 
tests show that an engine specifi- 
cally designed to fully utilize the 
properties of L. P. gas as a motor 
fuel gives excellent results. Un- 
fortunately, most of the engines in 
this service today are not specifi- 
cally designed to make full use of 
L. P. gas. In spite of this many 
L. P. gas fueled over-the-road en- 
gines are giving outstanding ser- 
vice today. 

More service stations and truck 
stops added L. P. gas motor fuel 
facilities in 1959. Considerably 
more can be and will be added 
should a line of L. P. gas engines 
be developed and put on the 
market. 
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The manufacture of synthetic 
rubber components consumed 491,- 


60 


000,000 gal. of L. P. gas during 
1959. This is an increase of 32 per 
cent over 1958. This increase of 
119,000,000 gal. was largely due to 
the increased automobile produc- 
tion in 1959. For the past few 
years L. P. gas used in rubber 
manufacturing has remained fairly 
constant, with the exception of the 


small decrease in 1958 and the 1959 
increase. If the volume of L. P. 
gas used for synthetic rubber com- 
ponents were included with the 
chemical category (it is in reality 
a chemical use) the combined total 
would be 2,887,000,000 gal.—over 
33 per cent of the total L. P. gas 
market. 
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4, THANK YOU 


lemco gas heater dealers 


... for the best year in our history! 


Like everybody else, we sometimes think we’re smart. We 
like to think that we produce a heater that sells itself. 


We like to think that our Ceramiclad is irresistible to the 
consumer. That our beautiful design leaves them swooning. 
That our Out Front Controls wow ’em. 


But, deep down inside, we know that we had a really great year 
BECAUSE OF YOU, the best dealer organization in the 
country! 


You fellows sold them, and we at Temco are proud (we thank 
our lucky stars, too) that you are on our side, a place we hope 
to find you in 1960 WHEN ONE OF YOU WILL SELL OUR 
2,000,000th* GAS APPLIANCE. @ 


*Get details on this big event from your distributor now. 


TEMCO INC, 


NASHVILLE, TENNESSEE 
“Gas heating specialists for the nation” 


I -- mo a, rs 
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LP-GAS INDUSTRIAL AND MISC. SALES 
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Industrial and miscellaneous uses 
of L. P. gas soared to a new high 
of 1,020,000,000 gal. in 1959. This 
increase of 26.5 per cent (214,- 


000,000 gal.) is particularly im- 
pressive when compared with gen- 
eral industry activity which was it- 
self strong during most of the 
year. However, it must be remem- 
bered that L. P. gas used as “re- 
finery fuel’ is included in this 
category and contributed heavily 
to this increase, largely due to 
more exacting analysis and control 
of these fuel streams by many re- 
finers. Between 1955 and 1959, 
these uses increased from 556 mil- 
lion gal to over a billion. 

Use in the secondary recovery 
of crude oil increased about 20 per 
cent over 1958. Laboratory tests 
show a phenomenal recovery of 


crude oil with this method. Results 
of field tests are still spotty and 
are insufficient to show a definite 
long range trend. 

Extension of natural gas pipe 
lines has displaced L. P. gas in 
some cases but in others has stimu- 
lated interest in gas as well as 
created need for additional standby 
plants so the overall result has as 
usual been a net gain. 

The use of high purity L. P. gas 
as a propellant in pressurized con- 
tainers of insecticides, paint, shav- 
ing cream, etc., expanded rapidly in 
1959, although this is still a very 
small portion of the industrial mar- 
ket. 
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The sale of light hydrocarbons 
during 1959 as a raw material for 
the manufacture of chemicals and 
chemical intermediates gained 26.2 
per cent or 497,000,000 gal. to a 
total of 2,396,000,000 gal. This re- 
markable gain was due to the gen- 
eral economic upturn, and to the 
rapidly developing markets for 
existing and new petrochemicals. 
Large volume demands for petro- 
chemical plastics are developing 
in the automotive industry. As the 
graph shows, L. P. gas used in 
chemical manufacturing has_ in- 


creased fourfold in the nine years 
since 1950. 

Demand for polyethylene in- 
creased more rapidly in 1959 than 
did production capacity, in marked 
contrast to the past several years. 
The sale of polyethylene during 
1959 is expected to exceed 1 billion 
Ib. 

The rapidly growing markets for 
polyethylene, ethylene oxide and 
ethyl alcohol have resulted in the 
construction of a number of new 
ethylene plants and sizeable expan- 
sions to existing plants. Propane 
and butane continue to be in de- 
mand as feed stocks for the pyro- 
lytic production of ethylene, al- 
though refinery gas streams supply 
the major volumes of ethylene base 
stocks at present. 

Propylene from refinery gas and 
from the cracking of propane and 
normal butane is rapidly growing 
in demand. Polypropylene, while a 
relative newcomer to the plastic 
field, gives promise of substantial 
growth. Since propylene in refinery 


gas is also used for the production 
of motor fuel alkylate and polymer 
gasoline, it appears that propane 
and possibly butane will be increas- 
ingly used in the production of 
propylene. Butanes are now in 
heavy demand for motor fuel 
blending, the production of motor 
fuel alkylate, isomerization of nor- 
mal butane and the manufacture of 
synthetic rubber components and a 
tight supply picture exists in bu- 
tanes, especially during the winter 
season. 

Butylenes in refinery gas streams 
are in increased demand for the 
production of motor fuel alkylates 
and synthetic rubbers. Butylene 
polymers, as well as copolymers of 
ethylene, propylene and butylenes, 
are receiving considerable atten- 
tion for the production of plastics, 
“natural” rubber, and synthetic 
fibers. Butadiene, in addition to its 
demand in the production of syn- 
thetic rubber, is finding increasing 
use as a petrochemical intermedi- 
ate. 





LP-GAS USED IN GAS MANUFACTURING 
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An estimated 245 million gal. of 
L. P. gas was consumed by the gas 
utilities during 1959. This is an 
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increase of 2.6 per cent (6 million 
gal.) over 1958. It is significant 
that while extensions of natural 
gas pipelines into Florida (pre- 
viously the largest L. P. gas utility 
state) caused a sharp reduction 
there, gains in peak shaving in 
other areas were sufficient to show 
a small over-all increase in this 


category. The chart shows that 
L. P. gas used in gas manufactur- 
ing has remained fairly constant 
for the past five years. 

One mined storage cavern was 
placed in operation during the year 
by a gas utility for storage of 
L. P. gas for peak shaving pur- 
poses. 
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ow MASTER TANKS 


are filled 


FASTER 


Master Tanks keep pace 
with larger pumping 
equipment now 
used on propane 
delivery 

trucks 








Now, all domestic tanks produced by Master 
Tank & Welding, Dallas, Texas, and Quincy, 
Illinois, will feature a new Multi-Valve® with 
a separate fill valve. This allows a much faster 
filling rate than any current Multi-Valve®. 


and reduces the strain on the truck pump. 
Rego engineers, in conjunction with Master 
engineers, have designed this new Multi-Valve® 
for the exclusive use of Master Tank & Welding. 
It cuts the time of each delivery stop and in- 





creases the number of calls each truck can make 
in a day. All this adds up to greater PROFITS. 


This system utilizes splash filling, which creates 
a refrigerated condition and reduces the vapor 
pressure. Then tank can be filled without using Another improvement has been to add a 
a vapor return hose. Also, the direct flow on the check lock to the bottom of the tank for 
separate fill valve cuts friction to a minimum liquid withdrawal. 


Y'\ | i” 
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The Phillips Report ... Significant developments occurred in the 


supply, transportation and safety pictures. 


George R. Benz 
Manager, Engineering 
Department 


Sales, 


SUPPLY — Production of L. P. 
gas (including the mixed streams 
going to petrochemical use and re- 
finery fuel) was nearly 18 per cent 
over 1958 —but part of this ap- 
parently large increase is due to 
more complete coverage of many 
mixed streams. 

Eleven new plants came on 
stream in 1959 and several others 
were expanded during the year. It 
is estimated that 16 new plants 
will come on stream in 1960. 

Significant expansions were 
made in Canadian production ca- 
pacity—thus keeping production in 
advance of the increased demand 
developing there. 

Mined L. P. gas underground 
storage capacity was_ increased, 
near the heavier market areas 
which eases the pressure on trans- 
portation facilities during the 
winter months. 


glee Ee oe 
nar 


TRANSPORTATION — Expan- 
sion of L. P. gas transportation 
facilities continued during the 
year but at a more moderate pace 
than in recent years. 

The Little Big Inch pipe line was 
converted to refined products (in- 
cluding L. P. gas) last year but 
expansion and improvement of fa- 
cilities on the line for handling L. 
P. gas continued during 1959. This 
resulted in the line having an in- 
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W. F. DeVoe 
Manager of L.P. Gas 


Sales 





Paul W. Tucker 
Technical Representative 


Department Engineering Department 


creased effect on the transportation 
of L. P. gas to the eastern part of 
the U. S. In addition, at least two 
short L. P. gas lines were placed 
in operation in the Southwest dur- 
ing the year. 

One new ocean going tanker was 
placed in L. P. gas service during 
the year. Of interest, although 
presently not affecting the indus- 
try in the U. S., was the start of 
construction on a water terminal 
for the storage and shipment of 
refrigerated L. P. gas in Saudi 
Arabia. 

Continued emphasis was placed 
on larger capacity highway trans- 
port units, both in ‘“over-the-road” 
units as well as “bobtail’’ delivery 
units. The trend toward 10,000 gal. 














(and over) capacity transports 
continues strong and 2500 gal. and 
larger, bobtail units are becoming 
more common. Coupled with this 
the industry is becoming more con- 
scious of the importance of effici- 


ency in loading and unloading these 
larger units. This has resulted in 
more interest in higher capacity 
pumps, piping, etc. and also, use 
of positive displacement meters to 
provide fast, accurate measurement 
of product loaded into transports. 

The nation’s forty-ninth state is 
now or soon will be supplied con- 
siderable quantities of L. P. gas 
by barge which will supplement the 
present supply there. These barge 
shipments originate in the Puget 
Sound area in the State of Wash- 
ington and follow year around open 
water passage into Seward, Alaska. 
This new development should make 
it possible for the L. P. gas busi- 
ness to expand more rapidly in 
Alaska. 

A continued interest in larger 
L. P. gas tank cars was evidenced 
during the year, but was curtailed 
somewhat by the steel strike. The 
trend is to cars of around 20,000 
gal. we, but one company report- 
edly is studying the possibilities 
of 30,000 gal. we tank cars. 





SAFETY DEVELOPMENTS— 
The most significant development 
in industry safety standards dur- 
ing the year was the combining of 
National Fire Protection Associa- 
tion Pamphlet 52 (L. P. Gas Piping 
in Buildings) and 54 (Utility Gas 
Piping) into a new Pamphlet 54 
(Gas Piping in Buildings). This 
pamphlet is also an American 
Standards Association Standard, 
ASA Z21.30. This major step for- 
ward was the result of some four 
years joint efforts by representa- 
tives of the L. P. gas industry and 
the utility gas industry. NFPA 
Pamphlet 58, the L. P. gas indus- 
try bible, was also revised again to 
recognize the advancements in 
equipment and safe operating 
techniques. 
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‘The phenomenal nine-year sales ° 


growth of sealed SAFTI-VENT 
has been built on non-recessed 
cabinet models. Major sales have 
been made to the 18 billion dollar 
market of motel and apartment 
owners and homeowners who have 
remodeled or sought supplement- 
al heat. SAFTI-VENT sales to 
these markets will continue to 
grow in 1960 as they have ineach 
of the past 9 years. Sealed heat — 
SAFTI-VENT heat — is fast being 
demanded. 


FOR 1960 — NEW MARKET NO. | 


SAFTI-VENT now adds a brand 
new line of sealed, recessed wall 
heaters. This opens the new home 
construction market by competi- 
tive pricing and superior product 
performance advantages. Indica- 
tions point to 1,200,000 starts 
for 1960. Home builders and 
buyers are sold on sealed heat 
for new homes. Now it is avail- 
able from SAFTI-VENT dealers. 


“SEALED SAFTLVENT, 1960 
- OPERATION ORBIT. 


Following 1959's spectacular Operation 
Snowball, now we’re adding two new lines 
that double sales potentials! 


ale 
FOR 1960 — NEW MARKET NO. 2 


Now, SAFTI-VENT introduces a 
new window unit that may be in- 
stalled and removed just like an 
air conditioning unit. This opens 
the vast new market of renters 
as SAFTI-VENT prospects. 


PACKAGE FOR PROFIT 


By adding models for new con- 
struction and by opening the rent- 
er market, SAFTI-VENT is con- 
servatively doubling the sales 
potential of its 1960 line. 


SAFTI-VENT sales policy hasal- 
ways been to sell a "package for 
profit", — not just a unit. This 
sales policy will continue. It will 
be expanded to cover the 1960 
double-long line. SAFTI-VENT 
will aggressively continue and ex- 
pand its consumer advertising 
program that develops hot leads 
for dealers. You and your organi- 
zation will be given complete and 
capable cooperation in the use of 
sales methods proved effective 
and profitable. SAF TI-VENT 
dealers don't buy-and-sit; they 
buy-and-sell — sell SAFTI-VENT 
at a handsome profit! 


With an aggressive eye to the 
brilliant present and future profit 
potentials for expanding SAFTI- 
VENT, we seek new sales outlets 
in certain areas not now thor- 
oughly covered. Restricted fran- 
chise will be offered in such 


areas. 


May we suggest that you talk 
over the SAFTI-VENT franchise 
with your SAFTI-VENT distribu- 
tor. Or write us, if you prefer. 


H. C. LITTLE BURNER COMPANY, INC. 
SAN RAFAEL, CALIFORNIA 


SAFTI-VENT 


LEADER IN SEALED HEATING 
GOES DOUBLE IN 1960! 





NOW IN ORBIT FOR 1960—THESE GREAT SATELLITES 
. i : | A ye m Pr | & 


H. C. LITTLE H. C. LITTLE 
Water Heaters Boilers 


SAFTI-VENT SAFTI-VENT SAFTI-VENT SAFTI-VENT 
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DESERT SUN 
Recessed Wall 


H.C. LITTLE 
Incinerators 
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Once the cards are separated according to the color coding, 
they are given to a typist who transfers the information on 


them to a metallic magnetic tape by means of a Unityper Il. 


= eae 
These magnetic tapes, which now contain the name, title, and 
complete address of the inquiry card sender plus the manu- 
facturer's products in which the sender is interested, are then 
placed on one of the tape handlers in the background of this 
picture. The Central Computer, here being controlled by two 
technicians, then re-arranges the information on the tapes to 
sort out that which is desired by the advertiser. The Central 
Computer also provides an accuracy check of the tapes. The 


chances of an error getting past this device are one in a million. 


High-speed Univac to 


NIVAC, the ultra-high speed electronic “brain,” 
U has now gone to work for BUTANE-PROPANE 
News. Starting with this issue, all inquiries our read- 
ers send in soliciting free literature or additional 
information on new products will be processed by 
Univac. The result will be not only faster handling, 
but unerring accuracy. 

The Univac which BPN will use is a $1.5 million 
electronic marvel installed at the Computer Center 
of the University of Pennsylvania. At the present 
time, only one other magazine in the gas field will 
have access to it—GAS, BPN’s affiliate, which is cir- 
culated to the gas utility industry. 

Univac’s speed is breathtaking. Information taken 
from the cards is transcribed onto tapes which the 
high-speed printer in the Univac assembly can read 
and print out at the rate of 600 lines per minute. The 
printer prints an entire 120-character line in a single 
motion. It would take 144 champion typists, typing 
at the rate of 100 words per minute, to keep pace. 

The procedures used with the Univac I system by 
the Computer Center are relatively simple. The in- 
quiry cards appearing in BPN will be addressed to 
a Post Office Box in Philadelphia (which is also where 
the university is located). When readers send these 
inquiry cards to the P. O. Box, they will be picked 
up daily by Computer Center personnel. Information 
on the cards (such as the name, complete address, title 


From the Central Computer, the tapes are then taken to the 
High Speed Printer. This machine "reads" the information on 
the tapes and prints it at a rate of 600 lines per minute. Here, 
James E. Guertin (right), chief engineer at the Computer Center, 
and William T. Harper, BPN's eastern editor, check over a page 
of inquiry request information. 


process BPN inquiries 
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When Quality Counts... 
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DELIVERY UNITS—Single and Twin Barrel T-| TRANSPORTS—Caps: 7,600 to 10,650 wgs 


On the outside, all LP gas tanks look virtually the same. The difference is inside: the 
materials and workmanship, the quality standards of the manufacturer. Mississippi Tanks 
are constructed of the finest materials with the most advanced manufacturing equipment 
available. But even more important is the stress we place on skillful, conscientious work- 
manship. Modern assembly-line techniques enable workers at each stage of production to 
specialize on their jobs, with resulting economy and improved quality. Mississippi Tank 
engineers supervise every phase of manufacture to maintain our high standards. Thus, 
the most important factor about Mississippi Tanks is the quality . . . the dependability we 
build into them. At the same time, practical engineering enables us to sell these fine tanks 
at competitive prices. 


FOR LITERATURE ON THE LATEST IN LP-GAS TANKS, 
MAIL THE COUPON TODAY! 


MISSISSIPP! TANK COMPANY, INC. 
Hattiesburg, Miss. 


Without obligation, send literature on: 


~=e 

ee ae 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. JUniper 3-0262 


___ Domestic Tanks Bulk Storage Tanks 





____ Delivery Units ____T-! Transports 
NAME 
COMPANY 
ADDRESS 


I Es 
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BPN will be able 
to broaden its 
research activities 


of sender, interests of sender, etc.) 
will immediately be transferred to 
the magnetic tapes. This is done 
by means of a Unityper II. This 
device also simultaneously prepares 
a typewritten visual cepy of the in- 
formation for checking purposes. 

The magnetic tapes, with the in- 
formation they then contain, are 
then taken to the Central Computer 
and placed on one of its 10 tape 
handling machines. Here the tapes 
are put through the acid test for 
accuracy. If, for instance, a typist 
using the Unityper made even a 
simple mistake like punching an 
alphabetic character instead of a 
numeric, the Central Computer logs 
these “exceptions” so that they can 
be corrected. 

Once the tape is proven to be 
100 per cent accurate and process- 
ing is completed, it is taken to the 
high speed printer. 

These pages that come off the 
high speed printer are then ready 
for mailing to the manufacturer. 
On the pages is the following in- 
formation: the name of the person 
requesting information about the 
product; his title, his company and 
its complete address, and a coded 
listing of every product in which 
the sender is interested. 

One additional electronic device 
which is used extensively in the 
processing of inquiry requests is a 
unit that permits pin-point selec- 
tion of marketing information 
which has been recorded on the 
magnetic tapes. For example, by 
means of a small plug board and 
patch cord wiring, it is possible to 
search through 9000 inquiry cards 
in a matter of three minutes. 

This selective feature will also 
enable BPN to broaden its market 
research activities. Ultimately, a 
great deal of the magazine’s statis- 
tical information will be adapted to 
the tape system for quick, accurate 
compiling of industry data. * 
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Its hot dog stand location provides a luxurious amount of parking space for Home Gas, 


enabling the firm to display a row of bulk tanks as an attention-getter. 


Home Gas finds home in hot dog stand 


ROBERT N. BROWN 


PG dealers looking for a new 
business home are missing a 
good bet if they don’t consider 
vacant hot dog stands and drive- 
ins, according to H. J. Ayers, man- 
ager of Home Gas Co. Inc., West- 
minster, S. C. 

Doing business in just such a 
location, Home Gas has found it 
an ideal set-up. Advantages of a 
drive-in location include: heavy 
traffic, easy visibility from the 
road, a well-known location, and 
ample parking space for employees 
and customers. 





Converting the building was 
“surprisingly easy.” Preliminary 
measuring revealed sufficient space 
for appliance display and other 
business needs. The serving win- 
dows were sealed and a door was 
installed in the front. To create 
attention, signs were painted and 
a row of bulk tanks was placed 
along one side of the lot. A bottle 
storage shed was erected in back 
and a large storage tank will be 
placed nearby, two “luxuries” that 
could not be afforded on most 
small conventional sites. 


The site has so much space that Home Gas was able to erect a good-sized bottle storage 


shed, now plans to install a large storage tank. 
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“SAFETY FIRST” is more than a saying in Beaird’s 
transport division. Scientific research teams analyze 
new designs for safety, operational efficiency and dur- 
ability. Shown above are AMF-Beaird stress analysis 
engineers making 50 individual strain tests on a Beaird 
T-1 Steel Payliner transport. Information gathered over 
hundreds of hours of exacting tests such as these are 
your assurance that the Beaird T-1 Steel Transport you 
buy will give maximum service for many years ... and 
do it SAFELY. 


You get other advantages too, when you buy a Beaird 
T-1 Payliner. Every step of fabrication from selection 


THE J. 
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B. BEAIRD COMPAN 


of steel to stress relieving the finished tank, is done at 
Beaird under the skilled supervision of experienced 
transport men. 

Check these Bonus Features: 

Certified capacity e Stress relieved e 100% X-Ray 
of all seams e Approved floating-step baffles e UL 
approved fittings and valves e Air lines protected by 
steel conduit e Lighting ICC with vapor proof wiring 
e Adjustable rub plate e I-Jet Splash Filler e 2-2” 
Vapor Openings e 3-3” Liquid Openings. 


Beaird will handle every detail, from design to financ- 
ing — Write today. 


Y, INC. 


? 


¢ 
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Shreveport, Louisiana «¢ Clinton, lowa 














ON EACH BULK TRUCK... 


Save up to $2,215.00 @ year 


with Beaird Jet Filled\LP-Gas Systems 
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HOSE SAVING HORIZONTAL FILLING 
CONNECTION—Prevents accumulation 
of snow, water or trash in valve open- 
ing. Reduces operator fatigue—speeds 
filling. 


SAFE LIQUID WITHDRAWAL OPENING 
—with new Rego Chek-Lok excess flow 
valve—for economical truck and tractor 
fueling. Built-in excess flow valve held 
shut until released by insertion of shut- 


off valve. 


FAST JET FILLING—Saves gas, re- 
quires no vapor return, hose. Fills at 
full bulk truck pump capacity. 





National figures prove that it costs nine cents a minute to keep one bulk 
truck on the road. Filling a standard dip tube type 250-gallon LP-Gas system 
requires nine minutes and costs the dealer 81 cents. Yet it can be done in only 
two and eight/tenths minutes, for a savings of 54 cents, when the dealer takes 
full advantage of the faster filling rates possible with Beaird Jet Filled LP-Gas 
Systems. 


Designed to fill at maximum pump rate (up to 70 gallons per minute) 
without a vapor return line, Beaird Jet Filled LP-Gas systems turn pump rated 
capacity into full usable capacity. With this combination, a high capacity pump 
and Beaird systems, savings up to $2,215.00 a year in filling time are possible 
with each bulk truck you operate. 


Money saving filling rates are only one of the many advantages dealers 
have when they standardize on Beaird LP-Gas systems... here are other plus 
features: Highest Quality Construction ¢ UL Approval « Moisture-free- 
complete dehydration « Dealer Merchandising Aids ¢ Stocking Point 
Program ¢ Long Term Financing for Lease Plans « Compiete Range of Sizes. 


Send for Bulletin +2669 today... the filling rate charts show how much 
you can save with your bulk truck plus Beaird Jet Filled Systems. 


BEAIRD 


THE J. B. BEAIRD COMPANY, UNC. imma (i) normed 


Tale ba -lolelame melelt-il-tal-} 





A Subsidiary of American Machine & Foundry Company 


LP-GAS & NH-3, EQUIPMENT 
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You by the very fact that you are a business- 
man serving the public, are considered a news 
source by the members of the press. This is good, for 
being in the public eye can only help any legiti- 
mate business. No business is too big or too small 
to consider its public relations aspects. If you are 
in business, you have customers. They, plus your 
prospective customers and their friends are the 
public; and the very life of your business depends 
upon your relations with them. Your local press, 
in the form of newspapers and radio and television 
stations, can help mightily in giving the public a 


good impression of your firm. In return, these 
people ask only two things: cooperation and 
honesty. 

This was spelled out recently at the New England 
Regional Public Relations Workshop sponsored by 
the American Gas Association. A panel of news- 
paper, television and press association men offered 
the bits of advice listed below to 125 gas com- 
pany representatives. Every one of these recom- 
mendations is pertinent to the LPG industry. Some 
are sure to apply to your business. We suggest 
you check them off for future reference. 





What the press expects from you 


HERE is nothing wrong in ad- 

mitting that you don’t have an 
immediate answer—and promising 
to find out. You can’t fool a good 
reporter. You will lose a friend 
if you try to bluff. 

e Don’t address releases to the 
“news editor.” If you don’t know 
his name, find out. 

e Have a responsible spokesman 
available at all times. 

e You can’t expect to get exact- 
ly what you want every time. A 
team winning 70 per cent of the 
time will probably wind up with 
the pennant! 

e Your switchboard is your most 
important public relations contact. 

¢On big emergency stories, si- 
multaneous calls should be made to 
both wire services—UPI and AP. 
Newspapers have several deadlines 
a day, wire services have deadlines 
every minute. 

e Accuracy, clarity and speed are 
the tenets of all news. 

¢ Don’t try to be a fancy writer. 
Provide the facts and let the editor 
write the story. 

e You'll get better results when 
you get your story to the editors a 
day ahead of release date. This 
does not apply to spot news. 

eTry to alternate releases be- 
tween AM and PM papers. 

e On important spot news stories, 
a company man should go to the 
scene to provide information as 
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fast as possible. Reporters want to 
know the “how” and “why” of the 
story, and they appreciate your 
help on names, addresses, and photo 
coverage. 

e The success or failure of pub- 
lic relations is controlled inevitably 
by the men who make final de- 
cisions on policy. 

e Public relations is the result 
of everything that happens in or 
to a company. 

e Public relations is not intangi- 
ble. You can see the results of 
good PR in increased sales, public 
acceptance, goodwill. 

eIf we make an error, let us 
know. We want to correct it be- 
cause we can’t afford to have our 
readers lose confidence in our ac- 
curacy. 

¢ PR can be turned into definite 
assets under unfavorable condi- 
tions. There is usually something 
good to be found even in unpleas- 
ant news. Try to turn a minus 
into a plus. 

e The PR man should not be a 
promotion man in disguise, hired 
to dream up policies or gimmicks 
just to get your name in the paper. 

e If you can’t provide the right 
answers, a reporter must look else- 
where to meet his deadline. He 
can’t wait for a committee to de- 
cide what the company wants to 
say. 


e Public relations is not an activ- 


ity apart from other operations of 
your company. If it is considered 
as a thing apart, it is bound to 
fail . .. and so is the PR man, no 
matter how good he is. 

eIf you plan a rate increase, 
make your plans known to the pub- 
lic and explain the reasons. The 
public is a lot more understanding 
than most of us think. 

e Let the public know what’s go- 
ing on in your company. If you 
do, you make people partners, in 
a sense, in your operation. 

eA long-range public relations 
program is essential. PR is not 
just a sometime thing. 

e You can’t deal with editors in- 
telligently unless you understand 
what motivates them. Most of them 
are ardent advocates of the free 
enterprise system. 

e We are interested in getting all 
the news about your company, but 
please let us decide what—and how 
much—we want to print. 

e Make sure your story backs up 
what it says in the lead paragraph. 

e There is little sense to the 
“shotgun” approach of sending re- 
leases to thousands of outlets in 
hope of hitting here and there. It’s 
better to be a sharp-shooter: draw 
a bead on targets which will do 
you the most good. 

¢ Don’t be afraid to tell bad news 
when you have to. 

¢ Be honest, honest, honest. a 
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“There is only one secret to 
promotions... follow through” 


How do you put together an ef- 
fective househeating sales cam- 
paign? On what basis do you pay 
employees? How do you get the 
most results for your money with 
radio dispatching? 

These and a_ thousand-and-one 
other management problems face 
all dealers from time to time. 
They ... you... are in the best 
position to solve them, speaking 
as you do from experience. 

As a part of your Management 
Portfolio, BPN will periodically 
quiz its readers on topics of par- 
ticular interest. The first reader 
to report is R. E. Rasmuson, man- 
ager of the Rolla, Mo., plant of 
Uregas. 

The records show Rasmuson has 
done an outstanding job of selling 
LPG for househeating. So BPN 
dispatched a how-do-you-do-it let- 
ter to Rolla. Here’s Rasmuson’s 
reply: 


When our 
Rolla office THE 


opened 14 years 
ago, wood was DEALER 
the principal SPEAKS 
fuel for cooking 
and heating in the area. Natu- 
ral gas had not yet been intro- 
duced. We had to do an educa- 
tional job for a long time to con- 
vert the people, particularly in the 
rural area. 

We used every means of adver- 
tising available — local newspaper, 
radio, direct mail, and more re- 
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cently TV. We tried to be very 
consistent, following one theme, 
“Live Better with Uregas, the 
Modern Fuel for Cooking, Water 
Heating, and Home Heating.” 

Each year, we have a live dis- 
play at the county fair, the home 
and appliance show, and other com- 
munity activities. We pass out a 
giveaway of some kind, usually 
limiting the quantity each day. We 
use AGA or LPGA items, such as 
pot covers, pot holders, measuring 
spoons and yardsticks. We keep 
the cost below ten cents and pass 
them out on a limited basis. In my 
opinion, the yardstick is the best 
item we have ever used. 

We also had registrations in 
which the folks had to completely 
fill out a rather detailed question- 
naire. At the end of the show, we 
would hold a drawing and give 
away a major item, perhaps a 
water heater or gas range. I now 
question the value of this idea. 

Here is the best deal we have 
used to get  honest-to-goodness 
prospects: We place an appliance 
on the key spot of our display and 
accept sealed bids on it for the 
duration of the show. Then, we 
sell one or as many as we can af- 
ford at the prices bid. Normally, 
we will receive a lot of ridiculous 
bids. Yet, these people are pros- 
pects or at least suspects or they 
would not have bid at all. 

There is only one secret to these 
promotions. So many dealers, I am 
sure, drop the ball because of lack 
of follow-through. We do not ex- 


pect to actually close a lot of sales 
at these fairs and shows. If we 
have the crowds which we expect, 
it is difficult to get down to brass- 
tacks selling on the spot. But we 
will get a tremendous lot of pros- 
pects. These prospects are not 
worth a dime and the entire effort 
is a complete loss—unless someone 
sorts the prospects from the sus- 
pects and takes after them with 
“the old hard sell.” 

For these exhibits we anticipate 


R. E. RASMUSON 
Manager 
Uregas Corp. 
Rolla, Mo. 


a cost of approximately $100 per 
day. That includes space, signs, 
giveaway literature, gifts, prizes, 
and time. This will vary to a de- 
gree on the number of people we 
expect to contact. 

We have live demonstrations 
wherever we have a fair or home 
show display. Sometimes we are 
not very popular with a gas space 
heater or furnace going full blast 
in July or August, but at least they 
see it. 

We have a showroom window 
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OLD CODE 


maximum payload 
now greatly 
increased by... 


Trinity Steel is first with New Code Transports... 
at the same low WG Capacity Cost! For example, 
a Trinity T-I Transport with a capacity of 8,920 
net gallons under the old code now can be 
increased to 9,220 net gallons... at the same low 
WG Capacity Cost! 


Laren TY ST Eki .c OF; 


LL 
ER PAYLOAD 


NEW CODE 
authorizes 100% 
joint efficiency tanks 
fully x-rayed out 
of 115,000 
high-tensile 
T-I Steel. 


1. 


You get 300 net gallons more payload. Today... 
write, wire or call collect about your New Code 
Trinity T-1 Transport. Join the happy list of cus- 
tomers who have made Trinity Steel Co. the world’s 
largest fabricator of T-I Transports. 


PN. 


4001 IRVING BLVD., DALLAS, TEXAS. U. S. A., PHONE FLEETwooD 7-3961 


Latin American Division: Tanques de Acero Trinity, S. A. Calle 
Poniente 150 No. 734, Mexico, 16, D. F., Plant and Sales Office. 
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display of heating equipment from 
June Ist through September. This 
is a partial live display. The 
blower is going, ribbons and 
streamers are blowing, etc. We 
keep heating equipment on our 
floor the year around. Of 
course, we keep a much larger dis- 
play during the summer and fall 
selling season, but we sell heating 
equipment twelve months of the 


sales 


year. 

We do not use cold-canvass tele- 
We fell that our com- 
munity is too small to get by with 
this type of selling. 

Nor do we hire any special sales- 


phone calls. 


men. We have one very good retail 
with us 
several years. Very often we have 
another man in training, work- 
ing with our regular salesman. He 
does cold canvassing—knocking on 
doors in the rural area—three days 
per week. The rest of the time, 
he follows up leads or works with 
the regular salesman on deals that 
are a little different from the nor- 
mal run. 

A great many prospects come 
from our own people. They do an 
outstanding job of “bird dogging.” 
In fact, some of these men—on 
installation, and gas de- 
livery—do a pretty good job of the 
“soft sell.” 


ceptionally 


salesman who has_ been 


service, 


They also do an ex- 
job of sorting 
suspects. In the 
bonuses for pros- 


good 
from 
past, we paid 


prospects 


pects. However, this has been dis- 


continued because of a salary ad- 











lf this guy doesn't pay his bill pretty soon 
he's going to be out in the cold. 
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justment and a profit-sharing plan 
introduced over two years ago. 

We offer prospects free heating 
surveys and free estimates. This 
is for any kind of heating job, in- 
cluding a completely engineered 
central heating and air condition- 
ing installation. We advertise and 
feature this service for people 
building new homes. We keep in 
close contact with local architects, 
lumber yards, and building mate- 
rial suppliers such as ready-mix 
concrete, dirt movers, and even 
surveyors. 

When contacting the prospective 
customer, we secure a copy of his 
proposed blueprint. If necessary 
we make a floor plan on forms we 
have prepared. From either of 
these, a complete heating and/or 
air conditioning layout is designed 
by Bryant or another’ supplier. 
From this layout, we can easily 
and quickly prepare our estimates. 
Used as a sales tool, this layout is 
of very great value in convincing 
the prospect that we are really in 
the business and this is not a hit 
or miss program. 

We try to follow up very closely 
on new construction and remodel- 
ing. Some of our more profitable 
business comes from remodeling. 
Also, some of our finest boosters 
are those who did a good job of 
remodeling and added insulation in 
the walls and ceilings. They enjoy 
the convenience and comfort of 
completely automatic gas heat with 
very little or no increase in opera- 
tional cost over the old-time out- 
dated fuels which they were using. 

We never give away a tank or a 
gallon of gas to close a deal. We 
believe this tends to cheapen the 
value of the gas product in the 
minds of the customers. And we 
have spent a great many dollars 
selling the idea that L. P. gas is 
the finest fuel money can buy. 

We try to handle trade-ins on 
heating equipment on an individual 
basis. Our problem today is dis- 
of the used oil burning 
equipment at a fair value. This is 
true on both oil space heaters and 
oid furnaces. We have a very good 
market for used wood-burning 
heating equipment. On all used 
heating equipment (other than 
gas), we will give the customer 
his money back if he trades it back 
to us on a gas space heater or 


posing 


heating system within one year. 

During the summer selling sea- 
son we advertise special prices 
with up to 10 per cent discount on 
the heating equipment, special 
pricing on the installation costs 
and special deals on the L. P. gas 
system. We try to keep some kind 
of a special promotion going most 
of the time in the summer months 
to induce the customers to let us 
install the equipment when we 
have the time to do the best job. 
As a_ special inducement, we 
worked out an arrangement with 
our finance company whereby we 
sell the equipment in summer and 
install it at our convenience. The 
customer makes no down payment 
and the first payment isn’t due 
until October 10th. This, of 
course, is only on approved credit. 

To sum up, we have not been 
able to find any sleight-of-hand 
trick, or easy method to create or 
close househeating sales. Whatever 
success we may have achieved is 
only the result of a lot of hard 
work by—and cooperation among 
—our employees. 





What does the 
BBB mean to you? 





Day in and day out, the LPG 
manager must deal with a large 
number of subiects that are not 
peculiar to his own business. Em- 
ployee relations, for example, or 
unfair competition are matters 
that are of common interest to 
ALL businesses. To provide cov- 
erage of these subjects, BPN will 
devote a section of the Manage- 
ment Portfolio to such general- 
interest information — briefed 
down to its important essentials. 


Making full 
use of the ser- 
vices of your 
local Better 
Business Bureau 
can make a dol- 
lars-and-cents difference to you. 
It might just mean the difference 
between profit and loss! 

Are you making full use of your 
BBB? Before you answer that 


MANAGEMENT 
HANDBOOK 
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Management portfolio ...The local BBB acts as a storehouse and 
clearing house for commercial facts and figures. 


question, take the following quick 
quiz: 

¢ Before dealing with a new 
or unfamiliar supplier, do you 
check his reputation with the 
BBB? 
e If a competitor uses unfair 
sales or advertising tactics, do 
you get in touch with the 
BBB? 
¢ To make sure your prospec- 
tive customers who check with 
the BBB get the proper pic- 
ture of your business, do you 
fully answer all BBB informa- 
tion requests? 

e To be certain you donate 

only to legitimate fund drives, 

do you take part in BBB’s so- 
licitation control plan? 

BBB’s have been helping busi- 
nesses for nearly 50 years. Dur- 
ing the second decade of this cen- 
tury, large numbers of business- 
men—fed up with patent medicine 
claims—formed so-called vigilance 
committees. These committees 
called on newspapers to persuade 
them not to run ads that made 
obviously exaggerated claims. Out 
of these groups emerged today’s 
BBBs. 

Today, 110 BBBs are affiliated 
with the Association of Better 
Business Bureaus Inc. Located in 
the major U. S. and Canadian 
cities, these bureaus receive ap- 
proximately 2% million requests 
for service each year, from both 
consumers and business. 

Many think the business  bu- 
reaus spend most of their time in- 
vestigating fraud and misrepre- 
sentation, but actually only a small 
percentage of the requests involve 
such complaints. The vast majority 
of them are inquiries into the re- 
liability of individuals and_ busi- 
ness firms. 

The local bureau acts as a store- 
house and clearing house for com- 
mercial facts and figures. Such in- 
formation is always available when- 
ever needed by an owner or opera- 
tor to help him make a decision. 

Such decisions must be made by 
the individual. The BBB supplies 
only data. Many inquiries are made 
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for “the best and most reliable’ 
firm of a certain type. All such re- 
quests are answered the same way: 
“We are an impartial fact-finding 
agency that makes available only 
factual information. We cannot 
favor one firm over another.” 

Other things the BBB usually 
does not concern itself with: prices 
charged for merchandise or ser- 
vice; operation of appliances after 
the guarantee has expired; dura- 
bility of goods; and ineptness, in- 
competence, or indifference of per- 
sonnel. Occasionally, however, a 
member of the BBB staff will have 
a talk with the principals even 
though the complaint is out of the 
BBB realm. 

Exactly what do the BBBs do? 
Here are the seven most important 
functions: 

1. Investigating and taking steps 
to curb misleading advertising and 
advertising that is patently un- 
fair to the advertiser’s competitors 
and to the public. 

2. Helping business groups and 
entire industries work out ethical 
advertising and selling standards. 

3. Compiling data on advertising 
and selling practices from court 
rulings and actions by government 
regulatory agencies. 

4. Gathering facts on organiza- 
tions soliciting donations. 

5. Preparing and_ distributing 
posters and pamphlets, newspaper 
and magazine stories, and radio and 
television programs to help edu- 
cate the public about better busi- 
ness practices. 

6. Supplying information about 
businesses’ reliability. 

7. Investigating complaints. 

Complaint investigation is espe- 
cially important to the smaller busi- 
ness. The larger firms can afford 
their own complaint departments, 
but the smaller ones cannot. 

The BBBs receive some 400,000 
complaints annually. 

Regardless of the outcome of an 


investigation, the case ends up in 
BBB files. So does every other bit 
of information gathered by the bu- 
reaus. 

Such complete information is 
also maintained for the more than 
4000 annual fund drives made in 
this country. While most of these 
are legitimate, some are not. To 
discourage the fake fund gather- 
ers, the BBBs have a solicitation 
control plan. Here’s how it works: 
Businesses belonging to the BBB 
display signs stating that all dona- 
tion appeals are investigated by 
the BBB, that such appeals must 
be in writing, and that copies of 
the appeals must be sent to the 
BBB. 

Perhaps of greatest value to the 
LPG dealer are the BBB services 
regarding unfair advertising com- 
petition. Here’s an example: 

As an LPG dealer, you handle 
appliances. A local appliance store 
comes out with large newspaper 
ads proclaiming a “Going-Out-Of- 
Business Sale.” One of your driv- 
ers, however, passes the store daily 
and notes that much new merchan- 
dise is being delivered to the store. 
You notify your BBB and a bureau 
representative pays a visit to the 
store. He suggests the store cease 
and desist. It does. 

Why? Behind BBB’s policy of 
polite persuasion there always 
lurks the possibility of publicity. 
In cases of stubborn resistance, the 
facts may be made known to the 
press. As a last resort, these facts 
can be submitted to local, state, or 
federal enforcement agencies. 

In such cases, and in most others, 
it is best to think of your local 
BBB as a referee—both between 
business and business, and between 
business and customer. It is also 
always well to remember that the 
BBB can be especially helpful to 
the small business. It can not make 
your business successful, but it can 
help you keep it out of trouble! 

For the address of your local 
BBB, see your phone book or write 
Association of Better Business Bu- 
reaus, Inc., 704 Chrysler Bldg., 
New York 17. 


75 





FRANK J. PANYIK, SEC.-TREAS., ALT-WOOD FUEL SERVICE, WOOD RIVER, ILLINOIS, SAYS: 


** We started selling Texaco LP-Gas in 1956. Sales have increased 


every year—a healthy 20% last year. Texaco’s reputation for high- 
est quality products makes our selling job easier. We like Texaco’s 


sales policies, and can count on dependable year-round deliveries. 
We feel secure for the future.” Sell the best... sell TEX ACO 
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5 reasons why it 
pays to bea 
Texaco LP-Gas 
distributor 


1. A product of highest quality—mois- 
ture-free. 
2. Dependable and efficient delivery, 
in a new fleet of tank cars, from 31 
strategically located production areas. 
3. Immediate acceptance. Texaco 
LP-Gas is sold. under the nationally 
famous trademark, the Texaco red 
star with the green “T”. 
4. One of the largest producers of 
LP-Gas, Texaco is the only petroleum 
company to build up successful distri- 
bution of its products nation-wide. 
5. Profitable and proved sales policies. 
Texaco does not compete with its inde- 
pendent distributors of LP-Gas. 
TEAM YOUR NAME with Texaco and 
profit. Let us tell you about the oppor- 
tunities for a sound and profitable 
business with Texaco LP-Gas. Call or 
send coupon today: Texaco Inc., LPG 
Sales Division, P. O. Box 2420, Phil- 
tower Bldg., Tulsa, Okla., Dlamond 
38-4101; 8350 Wilshire Blvd., Los 
Angeles, Cal., DUnkirk 5-0515; Texex, 
237 Seventh Ave., West, Calgary, 
Alberta, Canada, AMherst 6-7131. 


~—~@a4 CA 


|! would like complete information about selling 


Texaco LP-Gas 


NAME 
STREET 


CITY 
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What types of business entertainment 


are tax-deductible ? 


In these times, for a man to 
survive in the business world, he 
almost needs to be an _ expert 
accountant and part-time tax at- 
torney. Knowledge of how to 
“legally minimize” his taxes is 
about as important as knowing 
how to transfer gas from trans- 
port to storage. 

We can’t all be tax experts, but 
we can absorb enough under- 
standing of the tax laws to steer 
clear of the more obvious quick- 
sands. Forewarned, we may be 
able to avoid having to call for 
succor after we have already 
fallen in. 

To acquaint our readers with 
these pitfalls, BPN has engaged 
the services of a retired tax at- 
torney, E. H. Mitchell, who or- 
ganized the Civil Tax Unit of the 
southern California U. S. Attor- 
ney’s office and remained in 
charge for 18 years. 

Mr. Mitchell’s first subject, to be 
covered in three installments, has 
to do with entertainment for busi- 
ness purposes. What is, and what 
isn’t, deductible? 


Success in le- 
gally minimizing 
Federal income 
taxes depends 
largely upon 
seasoned  ac- 
countants and tax attorneys. But 
the success of these experts is, 
in turn, dependent upon your 
knowledge of the basic rules in- 
volved and the adequacy of your 
books and supporting records. This 
is particularly true when it comes 
to entertainment for business pur- 
poses. 

All qualified business expenses 
are deductible. Personal expenses, 
with a few exceptions, have never 
been deductible. Thus, sums you 
spend for personal pleasure, such 
as the entertainment of friends 
and relatives are non-deductible. 

However, the Revenue Service 
expressly recognizes the fact that 
entertainment costs can be deduct- 
ible business expenses. The divid- 


COUNSEL 
AT YOUR 
ELBOW 


ing line is often quite clear. On 
the other hand, it may be a veri- 
table “no man’s land.” 

Our purpose is to (1) pin point 
the clear dividing line and (2) ex- 
plain how you can handle situa- 
tions within that uncertain cate- 
gory. Since doubts are resolved in 
favor of the Government, you must 
prove your reasonable entertain- 
ment claim to the satisfaction of 
the Revenue Service. Deductible 
entertaining requires the timely 
establishment of its “business pur- 
pose.” Success will be rewarded 
in cash. 

Basic rules. Business expenses 
are those that are ordinary and 
necessary to, and directly con- 
nected with, your business. The 
word “ordinary” means an expense 
which is common and an “accepted 
practice” in your particular field. 

The word “necessary” does not 
mean indispensable; but it does in- 
clude expenses that are appropri- 
ate and helpful in developing and 
maintaining your business. 

Amounts are not limited, but 
they must be reasonable. 

It would be “reasonable” for a 
children’s barber to entertain his 
customers with lollipops at a cost 
of $10 a month. Equally “reason- 
able’ could be entertainment ex- 
penditures of $50,000 per month 
by a giant corporation manufac- 
turing a highly competitive com- 
modity. 

These are the basic rules, but 
since entertainment is primarily 
personal, more tests must be ap- 
plied. 

Reasonable amounts spent for en- 
tertaining existing or prospective 
customers are deductible if their 
purpose is a business one (rather 
than social or personal), and if you 
can show that you have a reason- 
able expectation that your business 
will be benefited. 

An expected benefit could be rea- 
sonable in one type of business and 
not in another. If you are self- 
employed or a commission sales- 
man, you can usually prove a con- 
nection between the entertainment 
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and the benefit you expect out of 
it. If you’re a salaried employee, 
then you must show that entertain- 
ment was a duty directed by your 
employer. In the latter case the 
benefit would be his, not yours. 

Formula: So, firmly anchor your 
entertainment to a business pur- 
pose. Support it with detailed 
records. Preserve originals and 
copies of letters regarding busi- 
ness appointments. Persistently 
jot down details in your daily busi- 
ness diary or calendar, such as pur- 
pose, persons, places and amounts. 
If possible dictate timely and de- 
tailed memos of the same impor- 
tant items. And save all of them, 
as well as pertinent check stubs, 
receipts and credit card accounts, 
for at least three years after filing 
your return. Should a doubting 
agent question the entertainment 
deductions reported in your return, 
these preserved writings will con- 
stitute the most potent, defensive 
ammunition. But they must be 
made while the details are fresh 
in your mind. Neither revenue 
agents nor courts are impressed by 
mere memory of such ancient 
items. 

But assuming the reasonable- 
ness (1) of the amounts and (2) 
the expectation of a business bene- 
fit, such contemporaneous writings 
The wise dealer wins every time with a full house should amply overcome the pre- 

of Corken Good Pumps. sumption that the 
Buy Corken for the best combination of pumps to 
do every job in your plant. 














expenditures 
were personal ones. 
To be continued 





There’s the fabulous new “Dry Cylinder’’ Model 290 compressor— 
for unloading tank cars fast—without putting oil in the product. 
And the 3” or 4” Model 1001-103 Coro-Vane—the quietest—highest 
capacity liquid pump we know of, for truck unloading or loading. 
And for your delivery trucks—there’s nothing finer and quieter than 
the Model 502 Coro-Vane—the most versatile and longest lasting 
truck pump money can buy! 

Then there's the complete Coro-Flo line of high pressure pumps— 
unequalled for dependable performance on bottle filling and motor 
fuel service. 





There’s a Corken Distributor near you... ask 
him for more information about these famous 
Corken Products. 
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"Happens every time he lights his cigar— 
never has anything but LPG on his mind.” 
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This future earth- 
mover may use an 
800-hp turbine en- 
gine. It incorpor- 
ates 4-wheel drive 
and 4-wheel steer- 
ing, and may be 
vperated on L. P. 
gas. 


What role will LPG play 


in the machines of the future? 


(SEE NEXT PAGE) 


Two other machines which might 
use L. P. gas are the truck (left) 
which would be driven by a 400- 
hp gas turbine and the farm 
tractor (right) which would use 
200-hp turbine. Truck cargo is 
packed in removable containers. 
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(Story starts on page 79) 
HEN tomorrow becomes to- 
day, and such things as free 
engines and gas turbines 
are powering construction and 
farm equipment, LPG will continue 
to be one of the favored fuels. As 
things look now, it may be an 
even more important force in the 
motive power market 


piston 


than it is 
today. 

You can take it from the men 
who are planning for tomorrow 
such men as Carl H. Meile, chief 
engineering re- 
search department at International 
Harvester Co., Chicago. 

Meile’s thinking is hitched to 
the world of machines as it will 
look 10, 15, and 20 years from to- 
day. He knows that, just as the 
from the 
complicated piston-engine stage to 


engineer in the 


airplane has graduated 


jets, prop jets, and fan jets, so 
- especially 
turn to a 
new concept for its power source. 

The search that he and men like 
him are pursuing is much more 
than simply a casting about for a 


will heavy equipment 
construction equipment 


more “modern” method of produc- 
Today’s engines have 
serious shortcomings. These men 
are looking for practical, and in- 
cidentally 
overcoming them. 


ing power. 


revolutionary ways of 


“Heavy equipment will turn to a new concept 


The diesel, for example, on which 
so much emphasis has been placed 
in recent years by leading manu- 
facturers of industrial engines, is 
a heavy monster. The power plant 
which pushes the International TD- 
24 crawler weighs two tons. A 
free piston engine now under feasi- 
bility test at IH weighs 330 lb. 

Maintenance costs on all of to- 
day’s engines are high—or at least 
high as compared with what they 
could be. 

Torque characteristics could be 
greatly improved. 

Limits on the size of units 
which today’s equipment can power 
should be increased. For example, 
at IH they’re thinking about earth- 
movers that wield a 20-ft blade, 
farm tractors that werk a 20-row 
swath, trucks that haul a 100-ft 
(or more) cargo train. 

What would power these giant 
vehicles? 

At IH (and no doubt in the labo- 
ratories of other leading machin- 
ery manufacturers), radically dif- 
ferent engines are getting the call. 
Harvester already has a _ Boeing 


gas turbine hooked up to a TD-24 
crawler, which it is using in tests 
at its proving ground. Soon it will 
have its 9wn engine under observa- 
tion at its test cell. It also is test- 
ing a free-piston engine of its own. 





International Harvester's gas turbine engine will look like this full-size model when com- 
pleted. Carl H. Meile, IH's chief engineer in the engineering research department points 
out that the model lacks a heat exchanger which fits on top of the engine. 
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for its power source’ 


These are the basic advantages 
of the two new types of engines 
under test: 

First, their torque characteris- 
tics are better. Since both en- 
gines use turbine drive, they will 
deliver more torque as speed is 
reduced, which is in direct con- 
trast to the reciprocating engine. 
At zero speed, says Meile, the 
turbine has twice the torque it 
has at design speed. 

This advantage can be applied 
directly to equipment costs and 
maintenance. Today’s big recipro- 
sating engines must be coupled 
with complicated gear boxes hav- 
ing as many as 10 ratios. The cost 
of the transmission has risen to 
a point where it is generally equal 
to the cost of the engine itself. 

“With turbines,” says Meile, 
“comparable performance could be 
achieved with as few as three 
gear ratios.” 

From an economic standpoint, 
then, the first goal is to produce 
a turbine-type power plant that 
will be competitive with the com- 
bined first cost of reciprocating 
engine and complicated transmis- 
sion. 

Second, they are smaller and 
lighter in weight than gasoline 
and diesel engines of comparable 


horsepower. According to Meile, 
the bulkiest part of the free- 
piston engine, the gasifier sec- 


tion, could fit easily under the 
seat of the truck. The gas turbine 
engine now under test weighs 
only 330 lb. This means payload can 
be substantially increased with no 
increase in horsepower. 

Third, Meile and other research 
engineers foresee sharp slashes in 
maintenance costs. Turbine en- 
gines have relatively few moving 
parts. Friction is reduced and so 
is vibration. There is no possibil- 
ity of “blow-by” or contact of the 
oil with the combustion chamber. 
Since the turbine is air-cooled, it 
needs no radiator and no anti- 
freeze. 

Fourth, because of their rela- 
tive simplicity, both the free pis- 
ton and the gas turbine could 
eventually be produced at much 
lower costs than reciprocating en- 
gines. 
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Ford Tractors in two power sizes are available with Zenith LP-gas carburetor systems. 
LP-gas conversion units are offered for 600, 700, 800 or 900 series Ford Tractors. 


FORD TRACTORS PROVE THESE ADVANTAGES 
OF ZENITH LP-GAS SYSTEMS 


Zenith* carburetion systems for 
LP-gas give tractor dealers new and 
appealing sales advantages. Think 
how many of your customers will be 
interested when you demonstrate fea- 
tures like these— 


1. Substantial savings in fuel costs 
2. Quieter, smoother operation 

3. Fewer overhauls 

4. Fewer tuneups 

5. Cleaner spark plugs 


6. Longer oil life 

7. Minimum dilution of crankcase oil 
8. Underwriters’ Laboratories approved 
9. Clean, odorless exhaust 


Zenith is not only the oldest but also 
one of the most experienced manu- 
facturers of carburetors for farm trac- 
tors. This experience is applied to 
its LP-gas systems to assure your 
customers of all the advantages of 
LP-gas fuel at low cost. 


Also it is easy as well as profitable to 
enjoy LP-gas advantages with Zenith 
LP-gas conversion units—available for 
conversion of all makes of gasoline 
tractors. 


For complete details on how you 
can share in this rapidly expanding 
market, write to: LP-Gas Sales 
Department, Zenith Carburetor 
Division, 696 Hart Avenue, Detroit 
14, Michigan. 


REG. U.S. PAT. OFF. 


Zenith Carburetor Division Condi 


AVIATION CORPORAT N 
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for long wear 
low vibration 


fast pick-up 
JOHNSON 
VANASIL 
PISTONS 











JOFIN DEERE 
| Vanasil or 
Aluminum 
Pistons—jump 
power output 


as much as 
25% 


MINNEAPOLIS- 
MOLINE 

“U"’ Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 








LP conversions of John Deere and 
MM-‘U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept /Jow... stalling eliminated... 
pick-up increased. 

For John Deere A, G, ‘50’, “60” 
and “70”... also Minneapolis-Moline 
“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 
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JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
—also International and Chevrolet trucks. 


WRITE for literature and prices. 


JOHNSON 
MACHINE SHOP 


DEPT. B-32 PONTIAC, ILL. 
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This giant TD-24 crawler tractor dwarfs 330-lb gas turbine test engine which replaced 


two-ton diesel in tractor. The engine is a 


test on proving ground. 


Fifth, the free piston engine is 
a fuel miser. Fuel economy is 
equivalent to the best diesels and, 
says Meile, “it will deliver the 
same horsepower as a two-cycle 
diesel twice its weight.” 

Note that the third advantage 
applies only to the gas turbine 
engine while the fifth advantage 
applies only to the free piston. 
Curiously, each advantage for one 
is the most serious weakness of 
the other. Gas turbines gulp fuel 


235-hp Boeing purchased by IH for feasibility 


at a horrendous rate, particularly 
at part loads, where trucks and 
tractors do most of their work. 
And the free piston engine is not 
maintenance-free, because it suf- 
fers from excessive piston ring 
wear, is sensitive to dust, hard to 
start, and poses problems in water 
cooling. 

Where does all this leave LPG? 
One of the principal selling points 
favoring LPG over gasoline is 
that it cuts wear, lowering main- 





Quick Detachable 
Overall Length 
Domestic 7" Truck 11" 


arkhill 


Safety Hose Nozzles 


Repairs are easy 
Immediate shipment 
Nozzle Parts 





Adaptors, to pipe- 
Acme-POL 


For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 
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tenance costs. If the gas turbine 
is inherently less expensive to 
maintain, it might be thought that 
this advantage would be lost. Fur- 
thermore, the gas turbine has a 
greater latitude of tolerance for 
fuels. Less refined fuels are 
needed than with today’s delicate 
reciprocating engines. Turbines 
have no pre-ignition problems. 
Even coal dust can be used as a 
fuel. 

On the other side of the coin, 
however, is the matter of the 
products of combustion. Carbon 
deposits can be a more serious 
problem with turbines than with 
reciprocating engines. In the lat- 
ter, carbon deposits cause wear; 
in turbines, they can cause imme- 
diate failure. When a_ turbine 
combustor is loaded with carbon 
deposits, there is a danger of car- 
bon pieces breaking off. If these 
pieces hit a turbine wheel at 30,- 
000 rpm a great deal of damage 
can result. 


into it because of the inability to 
secure the efficiency of compo- 
nents. IH and companies like it 
are pioneering a new concept— 
the utilization for land use of new 
power plants already successful 
in marine and aircraft fields. They 
cannot lean on automotive manu- 
facturers for help here, because 
they are ahead of them. They set 
the pace in the heavy duty field. 
When you’re talking in terms of 
500 hp, you’re out of the passen- 
ger car power class. 

Turbines will be slow to be ac- 
cepted by farmers, Meile predicts. 
This class of customer is con- 
servative and very mindful of fuel 
costs. Users of construction 
equipment, on the other hand, will 
lead the way in building customer 
acceptance. Always conscious of 
labor costs, these companies will 
recognize that the ability of the 
equipment to get up to speed fast, 
to handle constant loads with a 
minimum of maintenance, and to 


DON'T RAISE THAT 


COMPRESSION! . . . install an 
"ELLIS (extra cold) MANIFOLD : 


450-501 1.H.C. 
Using 2'2"" Carb. 





‘ Leading LPG engineers are sold on the merits of : 

|; Ellis Bu-Power (Extra Cold) Manifolds. These » 

|: manifolds give high-compression performance with : 

| low-compression reliability. Head gasket, ring : 
' and bearing troubles are minimized. 


' Get the most out of your LP truck with an Ellis : 
' Dualexhaust Manifold. This latest addition to the : 
' Ellis line has proven far superior to the so- : 
‘ called improved 3% x 4” exhaust systems in test : 
' after test under actual road conditions. 


By lowering combustion chamber temeperatures ; 
and reducing back pressure, Ellis Dualexhaust ; 
increases horsepower. Used with the Bu-Power ; 
Manifold, it gives your truck power that equals ; 
gasoline horsepower. This is possible only with | 
an Ellis Manifold. 


So LPG should be a favored fuel. 





accomplish more work may more 


As the state of the art stands than offset higher fuel costs. || ELLIS MANIFOLD CO. ' 
now, Meile sees it as a standoff : |; 3134 East Washington Blvd. 

, After that will come the revolu- of ns Phone 
with kerosene. The only problem ' ilies r Los Angeles 23, California 


: ‘ ‘ _ tion on the farm. a 
is to design a “compatible set of 


controls for metering and intro- 
ducing the fuel,’ he says. Simpli- | " , ia ie , “We . 
fication of present methods of in- | ARE YOU LOSING VALUABLE CUSTOMERS AND 
ware PROFITS TO ELECTRIC OR NATURAL GAS 
jecting the fuel are needed. At 


COMPETITION ? ? 
this point, however, Meile does not | N 


see this as insurmountable. 

One of the biggest stumbling 
blocks in the way of conversion 
to turbine production is its huge | 
appetite for fuel. The best an- | 
swer today appears to lie in a_ | 
heat exchanger which would take | 
the heat from exhaust gases and | 
reinject it into the makeup air, 
thus saving fuel that would other- 
wise be needed to raise the tem- 
perature in the engine. | 

On the other hand, the free pis- | 
ton engine should also favor LPG | 
as a fuel, but for a very different | 
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‘MANCHESTER’ LP GAS WEED BURNING EQUIP- 














reason. With its tendency to ring 
wear, the engine will be sensitive 
to the fuel used. LPG should re- 
tain the same advantages of low 
wear that it enjoys in today’s re- 
ciprocating engines. 

Much remains to be done before 
tomorrow’s power plants become 
practical production items. It’s 
difficult to design a turbine, for 
example, in the under-500-hp 
range and build any fuel economy 
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Feb. Ist. 





| MENT (PLUS AN AGGRESSIVE SELLING PROGRAM) 
| IS YOUR ANSWER. START PLANNING YOUR 
SPRING WEED CONTROL SALES PROGRAM NOW! 


| 

| Write Today for Free Information on “How to Plan a Successful 
Weed Burning Program.” Just Ask for Kit No. 7. 

And also receive a Free Ticket to “OUTER 

SPACE” LP Gas Weed Burning Contest, starting 


ANCHESTER TANK & EQUIPMENT CO. 


2880 NORTON AVENUE, LYNWOOD, CALIFORNIA 
NEwmark 1-9357 


NEvada 6-2839 
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YOU CAN 


SELL BEAM 


BEST! 


Beam Dealers make more money, 
because Beam is always “out-front” 
with the newest developments in 


LP-GAS CARBURETION 


Here's your market 


ooked any of 
making oppor: 
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AIR COM 
Ss 
COMBINE 
CONCRETE MIXERS 


CULTIVATORS 
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seri ental Fuel) 


(Sup : 
GRAIN BLOWER 


MILKERS 
ORCHARD FANS 


PUMPS 


REFRIGERATIO 


and over 100 more: 


(List furnished 
upon request ) 


STORY. 
complete information on Beam dealerships 
and how you can make more money selling 
the Beam LP-Gas Carburetion line. 


- Mail the coupon below for 


BEAM SALES OFFICES AND WAREHOUSES: 
CALIFORNIA 

3040 Rosslyn St., 
NEW YORK 

96-10 Linden Bivd., Ozone Park 16, Queens 
FLORIDA 

2500 N.E. 48th St., 
TENNESSEE 

2020 Airways Bivd., Memphis 4 
ILLINOIS 

1414S. Michigan Ave., Chicago 5 


Los Angeles 65 


Pompano Beach 


3040 Rosslyn St., Dept. 60A 
Los Angeles 65, California 


2 

| 

| 

| Please send me the Distributor-Dealer story. 
| 

| 

| 
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Name : iichataaiasnieanaiaiatin 


Zone State 








Is 


C. WAYNE DoraN—from manager 
of Kengas Co., Owensboro, Ky., to 
regional sales representative for Ar- 
kansas, Tennessee, northern Louisi- 
ana and northern Mississippi, Em- 
pire Stove Co., Belleville, Ill. 


EMMETT WEHMANN — from chief 
development engineer, engineering 
research and development depart- 
ment, to assistant chief engineer, 
liquid meter division, Neptune Meter 
Co., New York. 


VAN A. CUMMINGS—from supervi- 


sor for retail sales in the Des 
Moines, Iowa, area, Cities Service 
Oil Co., to assistant manager of 


Texas Natural Gaso- 
Tulsa, Okla. 


L. P. gas sales, 
line Corp., 


Rospert K. MILLER—president of 
the Holly-General Division of The 
Siegler Corp., Pasadena, Calif., has 
been elected a vice president of the 
parent corporation. He will also con- 
tinue to head the division. 


E. L. FIELDEN JR.—currently part 
owner of a furniture store in Knox- 
ville, Tenn., has joined Magic Chef, 
Cleveland, Tenn., as_ special sales 
representative. 


ROBERT J. SCHREIBER—from a 


management post in Dayton, Ohio, 
with General Motors Corp.’s Frig- 
idaire Division, to national service 


Cribben & Sexton Co., a 
Chi- 


manager, 
subsidiary of Waste King Corp., 
cago. 


RUSSELL LLOYD BROWN — from 
chief application engineer, training 
director and assistant to the sales 
manager, to manager, heating and 
air conditioning products, Arkla Air 
Conditioning Corp., Little Rock, Ark. 


STANLEY B. GrRAFT—from_ export 
manager for Iron Fireman Manufac- 
turing Co., Cleveland, Ohio, to export 
manager, International Division, Gen- 


eral Controls Co., Glendale, Calif. 
MALCOLM L. JOHNSON—from sales 
engineer with General Controls fac- 


tory branch office in Chicago to dis- 
trict sales engineer in Cincinnati. 
Lewis M. BouND, JR.—from sales 
representative for the William Powell 
Co., to sales representative for Gen- 
eral Controls Co.’s Tork-Master and 
Foster Engineering Division products 
in northern California. 


PEOPLE 


JOHN R. WiERDSMA—from man- 
ager of Weatherhead sales in Europe 
to sales manager of the export di- 


vision, Weatherhead Co., Cleveland. 
Ohio. 
R. E. Hatt—from branch com- 


mercial sales manager 
Midwest region 


in Chicago to 
commercial _ sales 
manager for Minneapolis-Honeywell 
in a 10-state area that embraces 
I]linois, Indiana and parts of Mich- 
igan, Wisconsin, Iowa, Missouri, 
Arkansas, Tennessee, Kentucky and 
Mississippi. Hall succeeds D. K. 
RIDLEY, transferred to Philadelphia 
to direct contract operations in the 
industrial instrumentation field. Jor 
TESKOSKI who has headed Honey- 
well’s commercial sales department 
in Indianapolis since 1953, has been 
appointed Hall’s successor as branch 
commercial sales manager in Chicago. 


WILLIAM C. SCHODLATZ—from vice 
president, administration, to vice 
president, personnel and administra- 
tion, Reznor Manufacturing Co., 
Mercer, Pa. 

RALPH C. FAUST, JR.—from sales 
representative to district sales man- 
ager, Grayson Controls Division, 
Robertshaw-Fulton Controls 
Haddonfield, N. J 


Co., 


JOHN S. CARLSON—from director 
of transportation for Stauffer Chem- 
ical Co., to sales vice president, 
Shippers’ Car Line division of ACF 
Industries, New York. 


MILTON E. MorGAN—an A, QO. 
Smith vice president since 1957, is 
now vice president of the company’s 
Permaglas Division, Kankakee, III. 
He succeeds JOHN H. BRINKER who 
resigned to accept the position of ex- 
ecutive vice president of the J. I. 
Case Co., Racine, Wisc. MILo 
MILLER, who will continue to handle 
his duties as general manager of 
consumer products, has been ap- 
pointed assistant vice president for 
Permaglas. 


RUSSELL W. WETJEN, vice presi- 
dent and general manager of the 
Buffalo Meter Co., Buffalo, N. Y., has 
also been named vice president and 
general manager, Granberg Corp., 
Oakland, Calif., a new subsidiary of 
American Meter Co. 
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red aden” wis 
Infra-red heaters cut fuel, 
power and maintenance costs 

Circle 1 on Readers’ Service Card 

Nearly-impossible-to-heat build- 
ings can now be economically main- 
tained at controlled temperatures 
with infra-red heaters. They range 
in output from 12,000- to 48,000- 
Btu per hr. Fuel costs in space 
heating installations have been re- 
duced by a minimum of 30 per 
cent, according to the manufac- 
turer. Since there are no moving 
parts, maintenance costs are mini- 
mal. Perfection Industries. 





Conversion burner features 
adjustable venturi 

Circle 2 on Readers’ Service Card 

The “Tele-Tube,”’ a gas conver- 
sion burner, features an adjustable 
venturi, which telescopes from 61% 
to 131% in., to fit most furnace and 
boiler entrances. Designed specifi- 
cally for change-overs from oil to 
gas (including propane), the Tele- 
Tube fits 95 per cent of all exist- 
ing furnaces. A safety pilot sys- 
tem, described as 100 per cent 
safe, is standard equipment. The 
entire unit weighs only 13 lb, yet 
delivers 50,000 to 225,000 Btu. Bar- 
ber Manufacturing Co. 





Built-in cooking top, barbecue 
designed to appeal to men, too 
Circle 3 on Readers’ Service Card 


A ceramic, gas-fired built-in 
cooking top and barbecue has been 
designed to appeal to the man in 
the house as well as the women. 
The unit includes a full-size char- 
coal type barbecue grill in addition 
to four giant size top burners, a 
polished griddle, and a_ precision 
temperature control for one of the 
top burners. O’Keefe & Merritt Co. 
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Yustapie co 
Four adjustable chimney caps 
do the work of 12 standard caps 
Circle 4 on Readers’ Service Card 
An adjustable chimney cap in 
four models fits pipe diameters 
from 3 through 8% in. The ad- 
justable wide-range collar greatly 
reduces stock inventories, accord- 


ing to the manufacturer. Leslie 
Welding Co. 
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Small filter suitable for 
most small engine conversions 
Circle 5 on Readers’ Service Card 
Made from Hex brass bar stock, 
the actual dimensions of the Beam 
Filter, Model F-101 are 7% in. wide 
by 1 7/16 in. long. It weighs only 
2 oz. It is suitable for most small 
engine conversion. Beam Products 
Manufacturing Co. 


PRE-LOAD SPRING EXTENDS 
THRU ENTIRE DRAGLINK 







TEFLON 
BEARINGS 


TEFLON 
BEARINGS 

. Yo 
TEFLON 
BEARINGS 


Be CENTER BAR ROTATED FOR IDLE 
ADJUSTMENT. FINE THREADS PERMIT 
EXTREMELY ACCURATE ADJUSTMENT. 


Drag link cuts friction, 
improves carburetion control 
Circle 6 on Readers’ Service Card 
Metal-to-metal contact is elimi- 
nated in vital areas in a new car- 
buretor drag link assembly which 
has teflon bearings. Through the 
reduction of friction on ball studs, 
extra smooth, free action of link- 
age is assured. Century Gas Eqpt. 
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Furnace line adapts 
to summer cooling 
Circle 7 on Readers’ Service Card 


Carrier Corp. announces a new 
Lo-Boy series to add to its Winter 
Weathermaker line of furnaces 
with easy adaptability to summer 
cooling. The heat exchanger is 
coated with a combination metal 
and ceramic material to withstand 
high temperature. The series in- 
cludes six sizes with inputs rang- 
ing from 75,000 to 200,000 Btu. All 
are equipped with proper blower 
and motor selection for both heat- 
ing and cooling. Carrier Corp. 





Lock wing model added to 
Luboseal stops line 

Circle 8 on Readers’ Service Card 

Mueller’s line of 500 Ib ductile 
iron Luboseal stops has been ex- 
panded to include a new lock wing 
model. Working pressure is 500 psi. 
Both the extra heavy stop body and 
the precision ground key are made 
of ductile iron, type 60-40-15. The 
body and key of each stop is indi- 
vidually ground and lapped to as- 
sure gas-tight closures. The body 
ports are tapered to meet the 
straight way of the key. False 
ports, cast into the sides of the 
body and key, prevent grit and dust 
in the gas from depositing on the 
actual sealing surface. Mueller Co. 


a 
w 


‘ 
H 


5 
Outdoor gas lamp is 
completely portable 
Circle 9 on Readers’ Service Card 


The all-copper outdoor gas lamp 
manufactured by “Charmglow” is 
now made available for use in 
areas where installation is a prob- 
lem, or where outdoor illumination 
is not permanent. By the inclusion 
of a regulator and 20-lb tank of 
L. P. gas, the lamp can be trans- 
ported anywhere. It is equipped 
with a high-low valve to turn down 
the lamp to pilot when not in de- 
mand. Lyman Lindas. 








Cafe range, with elevated 
broiler, makes compact center 

Circle 10 on Readers’ Service Card 

A six-burner cafe range, Model 
GC-10A with GA25 elevated broiler 
attached, is announced by Cribben 
& Sexton. The broiler, mounted 20 
in. above the range, is 32 in. wide 
by 18 in. deep by 37 in. high. Its 
grid is 21% in. wide by 14% in. 
deep. A loop type burner is 
equipped with high heat radiants 
for fast broiling. Cribben & Sex- 
ton Co. 
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Compensating flue system 
insures adequate air supply 
Circle 11 on Readers’ Service Card 


A compensating flue system in- 
suring adequate air supply under 
all operating conditions has been 
developed by Eclipse. Design of sys- 
tem features twin dampers control- 
ling flue and air inlet openings at 
the same time and by the same 
operator. The system was developed 
to meet the requirement of any 
blast-fired gas furnace, boiler, or 
other heating device for a mini- 
mum of 10 cu ft of air for each 
1000 Btu of fuel burned. Eclipse 
Fuel Engineering Co. 





Round thermostat incorporates 
many exterior design changes 
Circle 12 on Readers’ Service Card 


A Diamond Jubilee Round Ther- 
mostat has been introduced by 
Honeywell in commemoration of 
its 75th anniversary. Exterior de- 
sign changes include a new silver- 
gray diamond lustre finish, a “‘pic- 
ture window” dial that is 40 per 
cent larger than previously, a 
separated set point scale plate and 
thermometer scale and a “comfort” 
range. Minneapolis-Honeywell Reg- 
ulator Co. 
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Pocket-size vapor tester for 
on-the-spot checking 

Circle 13 on Readers’ Service Card 

A pocket-sized tester for the de- 
tection of hazardous vapors has 
been developed by Davis Emergency 
for quick, on-the-spot checking of 
work areas. This light-weight com- 
bustible gas analyzer is easy to op- 
erate in the palm of the hand, or in 
its own attractive case. It is self 
contained with exceptionally long 
battery service life. Instrument 
with case and all accessories mea- 
sures 4 x 6 x 5 in., and weighs 3°4 
Ib. Davis Emergency Equip. Co. 


Hot water systems sizing 
table offered without charge 

Circle 14 on Readers’ Service Card 

An original sizing table which 
greatly simplifies the figuring of 
hot water systems providing two 
temperatures of water is being of- 
fered without charge to engineers, 
architects and plumbing layout de- 
signers. The table of sizes provides 
for a dual temperature (140 and 
180 deg.) system, to which require- 
ments of a space-heating system 
using hot water can be added, when 
a tri-temperature system is de- 
sired from a single heat source. 
Raypak Co. 


Down beam heaters available in 
single, double, triple stack 

Circle 15 on Readers’ Service Card 

The Red Rocket Down Beam 
Heater was specially developed to 
“spot” heat isolated areas in large 
plants and buildings. Available in 
single (160,000 Btu per hr), double 
(320,000 Btu per hour), or triple 
stack (480,000 Btu per hr), these 
heaters are portable and operate on 
any type of gas at pressures of 6 0z 
to 2 lb. Standing 72 in. high, the 
single stack heater takes up only 
26 in. of floor space. Union Chill 
Mat Co. 
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Heat-treating furnaces 


increase range up to 2400 deg. 

Circle 16 on Readers’ Service Card 

Charles A. Hones has engineered 
its standard Model No. 1218 oven 
furnace to operate in the 2250-2400 
deg. F range. This high tempera- 
ture floor-type unit, now available 
in a modified hearth-type furnace, 
uses quiet, atmospheric gas burn- 
ers. By simply connecting the fur- 
nace to the available gas supply, it 
is immediately ready for use with- 
out blowers, compressed air or 
other power, due to its “buzzer” 
venturi air mixer burner design. 
Charles A. Hones Inc. 


Useful giveaway and selling 
tool in the form of gas lights 

Circle 17 on Readers’ Service Card 

A novel gas light key chain give- 
away item features an actual ori- 
fice spud, which the salesmen can 
use to effectively demonstrate the 
minute gas usage of the light. The 
miniature gas light is produced in 
clear plastic, with durable silk 
screen printing. DMCO Produc- 
tions, 


Repairing agent effective with 
aimost every known material 

Circle 18 on Readers’ Service Card 

Virtually unlimited industrial re- 
pair jobs can be handled with a 
new epoxy-polyamide chemical com- 
pound, Plastic Mastic. Marketed by 
Williamson Adhesives, it is perma- 
nently effective with almost every 
known material such as concrete, 
metals, wood, ceramics, glass, rub- 
ber, cloth, paper products and most 
plastics. Non-flammable, it contains 
no volatile solvents. It has virtually 
no irritation potential. At room 
temperatures, cured Plastic Mastic 
is hard to the touch in four hours, 
can be walked on in eight hours. 
Curing can be speeded by applica- 
tion of heat. Williamson Adhesives 
Ine. 


FREE LITERATURE 


Valve buyers guide 

Circle 19 on Readers’ Service Card 

The 24-page “Buyers Guide” 
with valve comparisons cross- 
indexes the complete Ohio Injector 
Co. line with the valves of 16 
major manufacturers. It also con- 
tains a list of frequently used ab- 
breviations, a valve trim chart, a 
list of valves conforming to Fed- 
eral specifications, and complete 
figure number descriptions. Ohio 
Injector Co. 


Gas vent literature 

Circle 20 on Readers’ Service Card 

A 20-page catalog, entitled 
“Metlvent,” gives complete specifi- 
cations, and construction features 
for round and oval vent pipe and 
fittings. Six full pages are devoted 
to installation instructions for 
Type B and BW Metlvent gas 
vents. It is fully illustrated. Hart 
& Cooley Manufacturing Co. 


Power convection folder 

Circle 21 on Readers’ Service Card 

An 8-page, 2-color folder de- 
scribes heat treating furnaces in 
which the principle of “power con- 
vection” is used. Applications of 
power convection systems are 
shown photographically, and also 
schematic flow diagrams of typical 
power convection systems are re- 
produced. Surface Combustion 
Corp. 


Free subscription to handbook 
Circle 22 on Readers’ Service Card 


A free one year’s subscription to 
an equipment manual which de- 
scribes and illustrates new prod- 
ucts and inventions for both plant 
and office is now available. A popu- 
lar feature of the manual is its 
“Heard In The Locker Room” joke 
section and the sprinkling of car- 
toons to be found throughout its 
pages. Precision Equipment Co. 


General heating catalog 

Circle 23 on Readers’ Service Card 

A 28-page general catalog de- 
scribes in detail Reznor’s entire 
line of gas-fired heaters, furnaces, 
and packaged blowers. It features 
a 2-page Table of Contents which 
enables the reader to select heaters 
and furnaces according to type, ap- 
plications, capacities and major 
features. Reznor Manufacturing 
Co. 
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industry news 


New packaged gasoline plant makes LPG recovery 


from “lean” streams highly economical 


EVELOPMENT of a simpli- 
Dic processing plant which 
recovers both natural gasoline and 
L. P. gases from either rich or lean 
natural gas streams is reported by 
Delta Tank Manufacturing Co. 
Inc., wholly-owned 
General Gas Corp., Baton Rouge. 

The packaged plant consists of 
a four-tower closed regeneration 
system incorporating fractionat- 
ing and refrigeration equipment. 


subsidiary of 


Adsorbent beds of both silica gel 
and activated carbon are utilized. 

Delta officials said the new plant 
recovers natural gas, propane and 
butane even from streams whose 
hydrocarbon contents have been 
regarded as too lean to support in- 
vestment in previous types of re- 
covery systems. 

This, they said, is due to high 
operational efficiency of the new 
units and their custom fabrication 








ELLSWORTH L. MILLS, vice pres- 
ident and a director of the Bastian- 


Blessing Co., Chicago, died suddenly 
of a heart attack on Sunday, Dec. 6, 
1959. He was 72 years old. At the 
time of his death he had served over 
20 years as a vice president and direc- 
tor of the LPGA which he was instru- 
mental in founding, and was also 
serving as a vice president and direc- 
tor of the LP-Gas Council. In 1953, 
he received both the LPGA Distin- 
guished Service Award, and a Ken- 


tucky Coloneley. Colonel Mills was a 
founding director of the American 
Welding Society, past president and 
director of the International Acety- 
lene Association and past president of 
the Gas Products Association. His 
other industrial memberships included 
the Army Ordnance Association, the 
National Security Industrial Associa- 
tion, the Agricultural Ammonia In- 
stitute and the Compressed Gas Asso- 
ciation. Mr. Mills leaves his widow, 
Mary Roberts Mills, three daughters 
and two sons. Mr. Mills is virtually 
the “father” of the LPGA, for it was 
he who called the historic meeting of 
the L. P. Gas marketers in the south- 
west held in Dallas in November 1937, 
for the purpose of organizing what 
was then known as the underground 
systems industry. The underground 
systems industry, when organized, 
was integrated with the association 
of propane distributors known as the 
National Bottle Gas Association, and 
thus the Liquefied Petroleum Gas As- 
sociation was born. 
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Delta Tank Manufacturing Co.'s complete 
gasoline plant recovers both natural gaso- 
line and L. P. gases from either rich or 
lean natural gas streams. The packaged 
unit consists of a four-tower closed regen- 
eration system incorporating fractionating 
and refrigeration equipment. 


to specific stream requirements. 
W. V. Rathbone, Delta vice presi- 
dent, said this combination in- 
sures the shortest unit payout 
time and lowest product recovery 
cost per barrel. 

Prior to the development of the 
“Dryex Gasoline Plant” it was not 
economically feasible for natural 
gas producers to recover butane 
and propane from small streams 
with the aid of conventional hy- 
drocarbon recovery systems. This 
resulted in the annual loss of thou- 
sands of dollars worth of these 
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IS NO MORE EFFICIENT 
THAN THE PUMP 
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For delivery truck service 
where flexibility is desirable. 
20 GPM at 500 RPM or 
35 GPM at 900 RPM 

model TC-H 





For average 

truck service 

50 GPM model TC-2 
Flanges Available 





For ‘‘high flow’’ 
delivery truck service 
100 GPM model TC-3 
Flanges Available 





od 
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For trucks with 
automatic transmission 
50 GPM model ATC-2 
100 GPM model ATC-3 


4 
x 
Z 
\ 
UAL 
Southeastern Distributor: Pond-Johnston Inc. Warehouses in Mobile, Ala.; Jacksonville, Fla.; Dallas, Tex. 
Western States Distributor: Teeco Products, Inc., 3920 West Burbank Bivd., Burbank, California. 
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If the pump peters out everything else slows down or stops along 
with it. Usually that doesn't happen all at once. Most pumps have a 
habit of losing their pep gradually as they wear, until you have lost 
a lot of plant efficiency (and money) before you realize it. 


Smith Pumps are self adjusting for wear, they maintain top efficiency 
even after years of service. This advantage is inherent in the balanced 
gear principle exclusive to Smith Pumps. Over the years we have 
doubled and redoubled the life of Smith Pumps by making use of 
new discoveries in tougher and harder metals. The extra value built 
into Smith Pumps pays you big dividends, when you analyze how it 
increases the efficiency of your entire bulk plant operation. 
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(het ate FLL CA Melek thee Pucks y 
fier gor Mela. 
MUrray 2-2293 and MUrray 2-2691 


MITH 


PRECISION PRODUCTS COMPANY 


1135 Mission Street, South Pasadena, California 





Will fill all small tanks 
as fast as any larger pump. 


20-Ib. cyls. in | minute or less, 
fork lift tanks no problem. 
10 GPM models EC-1, EG-1, 


15 GPM model EC-H. 





100-Ib. cyls. in 4 minutes or less, 


MC-1I, and GC-1. 





For small volume transfer work. 
20 GPM model MC-1044 
35 GPM model MC-1044H 


For medium volume transfer. 

50 GPM model MC-2 

or MC-2Q (higher pressure, 
quiet running) 


For large volume transfer 
100 GPM model MC-3 
Flanges Available 


150 GPM model MC-4 
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For high capacity loading 





fuels in transmission lines, accord 
ing to Delta officials. 

The new plant has a 60 to 90 
per cent recovery efficiency for 
propane and butane and approxi- 
mately 95 per cent for raw gaso- 
line. 

Engineering consultant Dr. 
W. M. Dow reports that “the ad- 
vantage of the closed system over 
the conventional split-stream open 
system is such that it makes raw 
gasoline. recovery markedly more 
eflicient-—a 10 to 100 per cent in- 
crease—and it makes possible effi- 
cient recovery of propane and bu- 
tune by adsorption, which would 
be completely impractical with the 
use of an open regeneration sys- 
tem.” 


Free piston air conditioner to 
appear on the market in ‘61 

The free piston refrigerant com- 
pressor, hailed by air conditioning 
experts as one of the most promis- 
ing types of gas-fired cooling sys- 
tem engines, will probably appear 
on the market in 1961. 

Such is the prediction of T. T. 
Arden, president of Robertshaw- 
Fulton Controls Co., the company 
which has bought the exclusive 
rights to manufacture and market 
the revolutionary new unit. 

The free piston model is one of 


Components and operation of free piston 
refrigerant compressor: (a) Power cylinder 
where L. P. gas is burned. (b) Muffler. (c) 
This is the ‘free piston," alternately push- 
ing downward and bobbing upward, com- 
pressing Freon refrigerant on each down- 
stroke. (d) Compressor. (e) Refrigerant to 
condenser, where compressed Freon is 
cooled, condensed and then sent to evap- 


orator. (f) Refrigerant from evaporator. 
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Schematic of cooling system. 


several new gas-fired air condition- 
ing devices developed under the 
sponsorship of the American Gas 
Association. The project was as- 
signed by AGA to Battelle Me- 
morial Institute, Columbus, Ohio. 
Battelle scientists researched the 
principle, invented the machine, and 
applied for a number of patents. 
These patents, as issued, will be 
owned by Battelle, but Robertshaw 
will have an exclusive license, with 
rights to grant sub-licenses, to 
manufacture, use, and sell the unit 
throughout the world, in sizes up 
to 20 tons. 

Robertshaw will build and mar- 
ket only the engine compressor 
unit, making it available for adap- 
tation to Freon air conditioning 
systems. 

The free piston unit is claimed 
to be “completely competitive with 
present cooling systems” and to 
have “additional advantages.” It 
is a very simple unit, combining 
both an internal combustion engine 
and refrigerant compressor in a 
single unit having only one moving 
part. The piston is called “free’’ be- 
cause power is not transmitted 
through any mechanical linkage. 
Combustion of gas takes place in 
one end of the cylinder, compres- 
sion of the Freon (or other refrig- 
erant) at the other end. 

Prototypes have been built and 
successfully operated. While de- 
velopmental work will continue in- 


definitely at both Battelle and Rob- 
ertshaw, production of 3- to 6-ton 
central home air conditioners and 
smaller units for automobiles is ex- 
pected to start in 1961. The market 
for the automotive type is esti- 
mated currently at 500,000 per 
year. Arden foresees a good future 
for the free piston type in automo- 
bile systems since they are much 
smaller and more compact than 
present air conditioners, operate 
independently of the car’s engine, 
but can operate on the same fuel 
(gasoline or LPG). They would not 
rob the engine of power and could 
function when the engine is off, he 
said. 

According to Arden, more than 
200,000 residential central systems 
were sold in 1959. Within the next 
five to 10 years, he says, sales are 
expected to reach 1 million units 
annually. If only one third of the 
units sold are equipped with free 
piston engines, it will still mean 
$35 million per year to Robert- 
shaw. 

With its broad range of possible 
applications, the free piston com- 
pressor gives promise of new loads 
for LPG—air conditioning motels, 
stores, offices, buses, trucks, and 
automobiles, as well as homes. Not 
only is the unit expected to be as 
inexpensive to build as electrical 
units, but it should be less expen- 
sive to operate in many areas of 
the U. S. 
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Foremost IN THE 
FIELDS THEY SERVE 


CHILTON COMPANY 
56th & Chestnut Streets 
Philadelphia 39, Pa. 
Sherwood 8-2000 


JANUARY, 1960 





TIME TO BOOST SALES 
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WITH 
COLOR BACKGUARDS 

















NEW! BACKGUARDS 
NOW! IN 6 COLORS 
Exclusive with Eratezgxesde Centennial Styleline Ranges 


You'll hit a new high in sales with Enterprise Centennial 
Styleline Ranges . . . because colorful backguards boost 
business! Every housewife wants the range with the back- 
guard that matches her kitchen and electric appliances! 
They sell! 

Interchangeable backguards come in 6 Decorama <olors 
and white for every 36” Enterprise Styleline Range and 
every 30” Enterprise Styleline Range. 


@ Only $1.00 more for Enterprise Ranges with color backguards. 
© Great, sure-to-sell feature that'll pull in profits for you. 

















Coral Pink Midnite Black ee 
Canary Yellow Chinese Red 


PHILLIPS & BUTTORFF CORPORATION 











J&S JET-FLOW KITS 
FOR QUICK LP CONVERSION 


Completely engineered kits for all car- 
buretors, including 4 barrel, quickly 
convert auto, truck, or tractor to mod- 
ern, clean-burning LP-Gas. Farm trac- 
tors, airline ground equipment, indus- 
trial lift trucks, family cars, city buses, 
taxi fleets . . . all get amazing fuel 
economy. Makes engines last longer, 
saves on repair costs. Complete J & S 
Conversion kits, all required parts in- 
cluded—quickly installed. Write for 
detailed catalog. 


VALVES & FITTINGS 


—] 





No matter what your 
requirement — there's 
a Fine Products valve 
and fitting for the job. 
See catalog for com- 
plete line of both bulk 
plant and _— cylinder 
specialty items. 


EXPLOSION-PROOF oq 
EQUIPMENT 


Complete line of explosion- 
proof lights, motors, magnetic 
Starters and switches for your 
plant. 


FLEXIBLE METAL CONNECTORS 
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Eliminate pipe vibration and noise in lines 
connected to compressor, etc. Extra heavy 
construction. Pipe sizes from 24” to 3”. 


SWAGE NIPPLES 


Extra heavy concentric or eccentric nipples 
provide maximum flow to pump inlet. See 
catalog for sizes, etc. Zinc electro galvanized. 


Write for Fine Catalog No. 457 LP 


JVHE PRODUCTS Co. 


6240 OGDEN AVE 
BERWYN (Chicago Sub.) ILLINOIS 
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Thirty-two International Model B-182 tractors with L. P. gas fuel systems have 
been placed in. gravel-hauling service by Lamar Equipment & Supply Co. Paris, 
Texas. Rated at 40,000 lb gross combination weight, the tractors pull 10-yd 
capacity dump trailers. The LPG engines are International BD-308 sizes rated 


at 154 hp. 


LPGA's Market Facts — 1958 
now available to the industry 


Latest statistics on the growth 
of the seven-billion-gallon L. P. 
gas industry have been published 
in LP-Gas Industry Market Facts 
—1958, the annual data book is- 
sued by the LPGA. 

The 24-page booklet uses tables 
and charts to report on production, 
transportation and sales of butane 
and propane. In addition, statis- 
tics are shown on_ several key 
items used in the industry and on 
appliances sold by gas dealers. 

Market Facts charts many 
phases of industry development 
from the 1930’s when L. P. gas be- 
came commercially important. 
Other elements are reported for a 
five-year (1954-1958) period. 

Copies may be obtained from 
LPGA, 11 S. LaSalle St., Chicago 
3. Price: $1.50 each. 


1960 seen as a rough and 
tumble political year 


The new year in Washington 
will see some of the hottest polit- 
ical fights of recent years. 

Next November, the voters 
across the country will pick a new 
President, all members of the 
House of Representatives, and 
one-third of the members of the 
Senate. 

The lop-sided control of Con- 
gress by the Democrats, the White 
House in the hands of the Repub- 
licans, and the searing results of 
last year’s congressional battles, 
spell a rough and tumble political 
year coming. 

One result of the vote-seeking 
drives of both political parties 
this year will be a host of so- 


called ‘“‘voter” measures—such as 
expansion in the minimum wage 
and social security laws. At the 
same time, proposals favored by 
business will have an uphill fight. 
Here is a rundown on some of 
the more important issues to L. P. 
gas dealers: 
Rural Electrification Adminis- 
tration loans—In spite of the 
backing of the Eisenhower Ad- 
ministration and many conser- 
vative congressmen, there is 
little chance that Congress will 
boost the 2 per cent ceiling on 
REA loans to power co-ops. 
Farm interests have sold the 
proposal as a “killer.” This 
will drive many on-the-fence 
congressmen away from sup- 
porting it in an election year. 
Proposals to send power co-ops 
to normal money markets for 
some of their funds, and to 
create a special government- 
supported REA bank, face the 
same problem. But L. P. gas 
dealers and others opposing 
continued REA subsidization, 
can build up support for an 
all-out try in 1961. 
Co-ops—There is a chance that 
some relief from the unfair 
competition of virtually tax- 
exempt cooperatives may come 
soon. The House Ways & Means 
Committee is studying the prob- 
lem as part of its overall effort 
to close major tax loopholes. 
Most of the support before the 
Committee has centered on a 
simple single tax system, such 
as that proposed by the Trea- 
sury. This would require a co- 
op either to pay refunds in cash 
(so they could be taxable to 
the receiver), or to pay interest 
on them and redeem them in 
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Look familiar? It’s another case of 
electricity promoting oil heat to com- 
bat LPG. But what makes it most 
unusual is that Florida Power & 
Light Co. used to be a combination 
gas-and-electric utility until it sold 
its gas properties to the Houston 
Corp. with the coming of natural gas. 
It also sold LPG beyond the mains! 
William R. Scott, vice president of 
Rhodes Gas & Appliances Ince., of 
Titusville, who sent the photo, says, 
“I might add we are giving them 
plenty of trouble on cooking and 
water heating in the projects being 
built here in the fastest growing 
county in the U. S. We are going to 
continue to do so; we know it can be 
done.” 





cash in four years. If not, the 
co-op would pay normal corpo- 
rate taxes. Some co-op sup- 
porters are arguing that a re- 
fund is really a price discount, 
and not subject to tax. They are 
trying to narrow the definition 
of a refund so that the present 
loophole would be continued. 

Taxes—There will be no im- 
portant tax cuts this year, as 
things now stand. The outlook 
is that in spite of economy ef- 
forts, the federal budget will 
be up by $1 billion to $3 billion 
by the end of the next fiscal 
year (1961). The steel strike 
and other resulting revenue 
losses have cut into government 
funds, so that even if good 
business prevails as expected 
this year, there will probably 
not be enough money for any 
broad tax cuts. Some special 
groups — oldsters, small busi- 
ness — may get a little help. 

Minimum Wage—Backers of a 
higher ($1.25 an hour) mini- 
mum wage, applied to retail 
and service firms for the first 
time, are planning an all-out 
effort this year. Unions, one 
of the principal backers, be- 
lieve they can win this fight 
this year as “partial payment” 
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for their stinging defeat last 
year on the labor reform bill. 
There is a chance they will 
succeed. 

Antitrust—This will be a prime 
year for some pending propo- 
sals to tighten up the antitrust 
laws to pass. Various anti- 
merger, pre-merger notification, 
and anti-price cutting measures 
are hanging fire in Congress 
from last year. Some of these 
may well pass this year. 
Small Business —Some small 
business legislation stands a 
chance this year, including eas- 
ing of the inheritance tax laws, 
a tax deduction for reinvested 


profits, and a deduction for re- 
tirement payments by self-em- 
ployed persons. The outcome of 
these measures will depend on 
the temper of Congress as the 
session moves toward the fall 
elections. 


American Meter Co. opens 
new regulator factory 


American Meter Co. formally 
opened a 65,000 sq ft addition to 
its plant in Fullerton, Calif., on 
Nov. 17, 1959. The new addition 
will house all production, cus- 
tomer service, warehousing and 
research operations of the com- 





With this Viking 
2080 LP-Gas 
Bulk Plant Pump you will... 





A compact, quiet bulk plant 
unit with helical gear reducer 


equipped with 
return-to-tank 
valve on head 





Get full maximum pump capacity by using the Viking LP-GAS 
bulk plant pump . . . equipped with return-to-tank valve on head 
... wih full size piping . . . and with excess flow check valve. 


Take a tip from LP-Gas men who are using Viking 208U pumps. 
They operate profit-making bulk plants and you will, too, with 


this pump. 


You'll have a pump that will keep de- 


livering at a profit. It is constructed with 
Viking’s original “gear-within-a-gear’’ prin- 
ciple that is proved for efficiency and long 
And now, for still longer life, it is 
equipped with *automatic internal pressure 
lubrication—an exclusive Viking feature. 


* Patent pending 


life. 


Pictured, 
Viking’s new 
exclusive 
automatic 
pressure 
lubrication 
system* 


For information, send today for catalog HB 





VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. 


In Canada, it's.‘‘ROTO-KING’’ Pumps 


See Our File in Butane Propane Catalog 





A 65,000 sq ft addition, opened on November 17, has more than doubled the size of 


American Meter Co.'s Fullerton, Calif., plant. 


pany’s Reliance Regulator Divi- 
sion. Reliance was formerly lo- 
cated in Alhambra, Calif. 

The Fullerton Plant was first 
opened in 1956, and the original 
part of the plant is devoted to the 
manufacture of American welded 
steelcase gas meters. George W. 
Stevenson is vice president and 
general manager of west coast 
operations, with headquarters in 
Fullerton. Carl M. Brehm is plant 
manager. 

Since 1953, American Meter’s 
expansion program has _ resulted 
in the construction of seven new 
plants and the acquisition of four 
companies in allied fields. 


National Council's Sweepstakes 
winner is announced 

The Charles Boren family, Gib- 
son County, Ind., has won first 
prize in the National LP-Gas 
Council’s Sweepstakes. 

The prize—a four bedroom home 
completely equipped with an L. P. 
gas central heating system, built- 
in range, automatic water heater, 
silent L. P. gas refrigerator, 
smokeless and odorless incinerator, 
and automatic clothes dryer. 

The owner of a grain and dairy 
farm near Haubstadt, Boren was 
one of 254,075 Americans who en- 
tered the Sweepstakes last Au- 
gust-September. 

By writing his name and ad- 
dress on a slip and dropping it 
into a box at Meny’s Gas & Appli- 
ance store in Haubstadt, operated 
by Kenneth H. Meny, he took the 
simple step which led to his win- 
ning the house. 

Boren’s slip was drawn out of a 
barrel last November 19 by Don 
McNeill, star of The Breakfast 
Club. 

In addition to the most up-to- 


96 


date appliances, the four bedroom 
home will include a master bath 
and powder room, bonus-sized 
kitchen and spacious living-dining 
room. 

Advertised extensively in news- 
papers and magazines, the Sweep- 
stakes was heralded as a success 
by Frank T. Carpenter, president 
of the National Council. 


Thurm Heaters, installed in 
travel trailers, may be lethal 


Hunters or others who use 
travel trailers 10 to 18 ft long 
equipped with a “Thurm Heater” 
of 8000 Btu capacity, usually la- 
beled 8 M or 8 MNS, using bottled 
gas, were warned by the U. S. 
Public Health Service not to use 
the heater until it has been modi- 
fied for safety according to manu- 
facturer’s specifications. 

The Service said the heater has 
been shown to be of faulty design 
and is capable of building up a 
lethal concentration of carbon 
monoxide gas within a trailer in a 
very short time under normal op- 
erating conditions. It warned that 
the heater has caused 16 deaths 
within a short period of time. 

The heaters have a metal perfo- 
rated or louvered grillwork front 
measuring about 22 x 14 in. Most 
of them vent through the side of 
the trailer just above the heater, 
although some reportedly vent 
through the roof of the trailer. It 
probably carries a decal label spec- 
ifying that it is made by the 
Thurm Engineering Co., Elkhart, 
Ind., but it is possible that this 
decal may be missing. 

Some 2000 of the heaters have 
been installed in trailers and 
moved on the market in the last 18 
months, Public Health Service in- 
formation showed. 


NEWS BRIEFS 
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Surface Combustion Corp., including 
both Janitrol divisions, located in 
Columbus, Ohio, has been purchased 
by Midland-Ross Corp. of Cleveland. 
Sales of Surface, including Janitrol, 
have averaged approximately $45 mil- 
lion a year in the last five years. Net 
profits have averaged in excess of 
$2 million in the same period. 


Beam Products Manufacturing Co. 
has established a New York factory 
branch to serve the northeastern 
states. The branch and warehouse oc- 
cupies approximately 3000 sq ft and 
is located at 96-10 Linden Blvd., 
Ozone Park 16, Queens, N. Y. Man- 
ager is Albert J. Collins. 


Republic Appliance Corp., a Dela- 
ware corporation, announced recently 
that a contract has been signed 
whereby 100 per cent of the outstand- 
ing stock of the corporation will be 
acquired by Trans Continental Indus- 
tries Inc. in exchange for a control- 
ing block of stock in the latter com- 
pany, on approval of Trans Continen- 
tal stockholders. 


Executives of General Controls Co. 
have purchased the last 25 shares of 
stock in the recently formed Ral-Con 
Products Co. when they met for the 
first time with teen-age officials of 
General Controls newest “subsidiary.” 
Ral-Con executives are all members 
of Junior Achievement. As sponsor 
of a Junior Achievement company, 
General Controls will provide guid- 
ance in business matters. 


Garland Division of Welbilt Corp., 
Maspeth, N. Y., unveiled colored por- 
celain enamel finishes on oven and 
compartment doors for its gas equip- 
ment at the recent National Hotel 
Exposition. The result is to add a 
new feeling of brightness to the ordi- 
narily drab commercial and _institu- 
tional kitchens. 


Waste King Corp., Los Angeles, re- 
ports a 60 per cent increase in net 
profits achieved on record high sales 
for the six months ended Sept. 30, 
1959. Consolidated sales for the com- 
pany and its Chicago subsidiary, 
Cribben & Sexton Co., reached $18,- 
685,112, in the first half of the 1959 
fiscal year. For the comparable six 
month period in 1958, before Waste 
King acquired Cribben & Sexton, 
sales of the two companies totaled 
$15,201,196. 
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Ramsome Torch & Burner Co. has de- 
veloped a faster and portable method 
of heating and sealing the specially 
compounded lead in the manufacture 
of stained-glass windows. A standard 
77SC soldering torch was modified 
with a % in. round copper rod with 
ends shaped to fit the lead shapes. 
After the window is “set,” the copper 
is passed over the lead on each side 
to heat and seal the lead to the glass 
and leave a clean finish. 


Completion of a Phillips Petroleum 
Co. natural gasoline plant, located 
southeast of Artesia, N. M., is slated 
for the fall of 1960. After processing 
the gas for extraction of natural gas 
liquids, Phillips will sell the residue 
gas. The liquids will be transported 
by pipeline to Phillips’ processing 
center to augment the company’s 
large supplies of butane and propane. 


A new 230 series of off-highway 
heavy-duty International LPG-pow- 
ered trucks has been introduced by 
the motor truck division of Interna- 
tional Harvester Co., Chicago. The 
series, which includes six basic mod- 
els in both 4-wheel and 6-wheel de- 
sign, offers gross vehicle weight rat- 
ings ranging from 46,000 to 73,000 lb. 


DEALERS 


Main Gas Co., Bismarck, N. D., has 
been sold to the Westland Oil Co., 
Minot, N. D. John P. Braun, man- 
ager of Main Gas for the past seven 
years, will remain in that capacity. 
Westland Oil entered the L. P. gas 
business in 1940 when its plant at 
Minot was built. 


Superior Propane Ltd. has _pur- 
chased Metro Gas Ltd. of Ste. Anne 
de Bellevue in the Province of Que- 
bec. The purchase involves the bulk 
and cylinder customers previously 
serviced by Metro in and around the 
City of Montreal. These customers 
will now be serviced by Superior from 
their Lachine branch. Also included 
in the purchase are the bulk storage 
tanks, bulk and cylinder delivery 
trucks. 
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heats like... 
is more modern than... 
is more economica! than... 


a 77 | INDUSTRIAL GAS 
en BURNERS & FURNACES 


o GAS ss 


a Using Only Low Pressure Gas 
for Clean, Fast, Quiet Heat-Up at Lowest Cost! 


- a 


PIPE BURNERS for even heat distribution 
in any capacity. 





72 NOZZLE BURNERS for all capacities 
up to 144 million BTU's. 


BENCH TYPE OVEN 
FURNACES for heat 
treating and pre-heating. 
Temperatures to 2000° F. RING BURNERS 

for all capacities up 


to 500,000 BTU’s. 


CHARLES A. HONES, INC. 


133 So. Grand Avenue, Baldwin, L.Il., New York © BAldwin 3-1110 





SELL MORE LP-GAS, 
ENGINE FUEL... 


WITH THIS 


ECONOMICAL FOLDER 


Here is an outstanding Sales Tool 
that will sell your prospects on all the 
advantages of using LP-Gas as a tractor 
fuel. It's factual . . . easy to read 
. contains all the sales points for 

LP-Gas. Use it as a mailing piece... 
handout piece . . . as a statement 
enclosure. Customized with your company 
name imprinted on the cover. 


SEND FOR SAMPLES AND PRICES TODAY! 


Gentlemen: 

Please send me samples and prices of your LP-Gas Carbure- 
tion Folder. 

YOUR NAME_ 


COMPANY . 
ADDRESS __ 





advertising company 
1503 N.E. 23rd St. © Oklahoma City, Okla. 
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association news 


Ohio LPGA completes I]th Year 


with Ist service school a highlight 


‘7TTH the election of new of- 
ficers in September, the Ohio 
LPGA completed its 11th year of 
activities. And, according to its 
official publication, “The Ohio LP 
Gas News,” it was the group’s most 
successful year. 

Leading the association during 
its llth year was Theodore C. 
Johnson of Protane Corp., Grove 
City. Handling the presidential 
reins during the 12th year is C. 
Denver Lamp, Coshocton Gas & 
Appliance Co., Coshocton. 

Ohio LPGA wound up its 11th 
year with 102 members, 13 of 
them new. Much of the credit for 
this goes to the active membership 
committee. It divided the state into 
sections with each committee mem- 
ber responsible for a several-coun- 
ty group. His job was to survey 
his area, determining the number 


“ 


f a ai #3 


of dealers in each town and village 
and bringing the records and mail- 
ing lists up to date. Of the 102 
members, 69 are active and 33 are 
associates. 

Perhaps an even better indica- 
tion of the association’s growth is 
the way its annual convention and 
show has grown from year to year. 
In 1957, 180 registered and the 
association made a profit of $850. 
In 1958, 191 attended and the profit 
was $1017. In 1959, the group’s 
llth year, there were 225 regis- 
trants and the profit mounted to 
$1853, almost equal to the two pre- 
vious years combined! The ’59 con- 
vention was held in March in Cin- 
cinnati. 

Such profits, of course, are put 
to good use, as when the associa- 
tion helped a member company, 
Loveland Gas & Electric Co., fight 


a state suit. In a test case, the 
State of Ohio sought to make the 
company pay sales taxes on all 
cylinders, regulators, and other 
equipment for installation that it 
had ever bought. After several 
hearings, the decision—in favor of 
Loveland Gas & _ Electric—was 
made during the association’s 11th 
year. Ohio LPGA paid one-sixth of 
the total cost. The decision saved 
Loveland $19,000 and is estimated 
to have saved the Ohio LPG indus- 
try $630,000. 

Highlight of the group’s 11th 
year was its first annual service 
school, held in August at Ohio 
State University. A total of 65 
attended the three-day session. Six 
subjects were covered: carburetion, 
regulation and piping, customer re- 
lations, bulk plant and tank truck 
operations, appliance controls, and 
safety. 

At the end of the session, the 
students were asked to evaluate the 
school via a questionnaire. They 
were to rate each course, each in- 
structor, and his handling of the 
subject. This amounted to a total 
of 609 individual ratings. Of this 


These are the men who participated in Ohio LPGA's first annual service 


school, held on the Ohio State University campus in August. 
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place. After a preliminary meeting 
between the association’s board of 
directors and First Assistant State 
Fire Marshal Harmon, nearly a 
score of state fire inspectors con- 
ducted a fire school at the associa- 
tion’s September meeting. 


Safety is theme of W. Va.'s 
annual meeting in Clarksburg 


The annual meeting of the West 
Virginia LPGA started with a 
demonstration by Wade Thomas, 
deputy state fire marshal, on the 
oversights and errors that cause 
Newly elected officers and directors of the sais 
group were installed during the annual 
election meeting held in September at 
Lincoln Lodge in Columbus. Seated (left 
to right), cre T. C. Johnson, immediate 
past president, now chairman of the board; 
Richard L. Mulligan, treasurer; C. Denver 
Lamp, president, and Paul M. Moyer, sec- 
retary. Standing (left to right), are the 
directors: Curt Mosher, northeast district; 
Robert Ayer, southwest; Les Goldinger, 
southwest; Joseph Hogan, northwest, and 
W. Spencer Kline, southeast district. Not 
present when the picture was taken are 
Floyd E. Grabiel, vice president; George 
Postlewait, director of the northeast dis- 
trict; John Clayton, northeast district, and 
Eber Opdyke Jr., southeast district. 


number, 546 were “excellent,” 56 
were “fair,” and only 6 were 
“poor.”” Separate questions as to 
whether the student thought he got 
his “boss’ money’s worth” and 
whether he would like to return for 
a similar course both received 100 
per cent “‘yes” answers. Written-in 
comments were just as enthusias- 
tic, one student adding “I mean it 
truly.” easy to read = accurately! 
Co-Chairmen of the school were 
Denver Lamp and George Postle- 
wait of Framgas Co., Chagrin Criterion’s exclusive angle-view dial makes 
Falls. The instructors included: reading easy from any angle. Big, bold, black 
Fred Fairbrother, American Liquid 
Gas Corp.; Tony Redden, Zenith 
Carburetor Div., Bendix Aviation 


Corp.; Professor S. G. Huber, OSU Pt 
Agricultural Department; Walter Demand Rochester Criterion gauges on 


Bond, Selwyn-Pacific Co.; Michael your next tank order or order direct from 


Harenchar, Robertshaw- Fulton factory. 

Controls Co.; Vern Schafer, Phil- 

gas Co.; Charles Corken, Corkens 

Inc.; Robert Harmon, State Fire 

— Office; and Postlewait. ROCHESTER GAUGES, !NC. 
ans are already proceeding for OF TEXAS 


the second annual service school, to 
be held during the association’s 2S CAS: Sree 


12th year. SALES OFFICES: DALLAS; ATLANTA; DENVER; CLEVELAND; ROCHESTER; 
One of the noteworthy events of ay a ee 


that 12th year has already taken 


printing on white background insures maxi- 
mum ease in readability. 
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fires. The meeting took place in 
Clarksburg, W. Va., on Oct. 30. 

Following Deputy Thomas, a 
panel of industry personalities 
which included John Adams, 
Adams Brothers Manufacturing; 
Len Farmer, Bastian-Blessing Co.; 
and Gene Steffens, Linde Co., dis- 
cussed the quality control and the 
manufacturing surveillance that 
manufacturers and fabricators ap- 
ply to make every appliance and 
piece of equipment safe. It was 
pointed out in each presentation 
that unless safe practices and pro- 
cedures are maintained throughout 
the manufacturer-dealer-customer 
chain, all that has been done to 
make a safe chain is for naught. 
The panel members discussed ap- 
pliances, equipment and containers 
respectively. 

Harry Foot, Sun Oil Co., pre- 
sented a comprehensive L. P. gas 
fire control program that can be 
used in part by L. P. gas marketers 
to train their local fire fighting de- 
partments. 

Charles D. Johnston was elected 
president of the group for the en- 
suing year. John F. Adams was 
elected vice president; C. William 
Faulkner, secretary; and R. L. 
Daugherty, treasurer. 
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CALENDAR 


All associations 
are invited to send 
in the dates of their 

forthcoming meetings 


1960 


January 11-16 —Ga 
vania Farm Show 
January 15-16 — We 
A tion's Mid-year + 
Calif. 
January 17-19 — Michigar 
ee eer 
M 


18-22—-NFPA Committe: 


t Manhattan 


January 


January 26—Maryland LI 
Annay Ma. 


February 1-4 
Heating Refrigs 
initia ibaa 

Mer 

February 3-5—| 


Hor 


( 


February 11 


February 14—West Virgir 


Charleston, W. 


February 25-26 — Easterr 


March 28-30—Southeast Distr 
Cor ion and Trade Show- 
Biltmore Hotel, Atlanta, Ga 


March 28-29 wa LPGA Convent 
Kirkwood Hotel, Des Moines 


March 29-30—New York LPGA 
tion—Concord Hote Kiame 
N.Y. 


tern Car ida LF 


Calgary. 


April 2-3—We 
nual Meet 


April 10-1 !—Kansas LPGA Convention 
Allis Hotel, Wichita. 
April 11-12—North and South 
J t ( Eagles 


marck, N. D. 


April 24-25—Ass 
LPG Dealer 
Castle Hote 


May 1-4—Nat 


May 16-20—NFPA 
Hote An 


Vue 


Yue. 


May 22-25—Industr 
sears. | Falk -" 


June 2-3—! 

Hilton Hot 
June 9-l11—Westerr 
ation Convent 


June 13-15—Amer 
Retr yeratina & 


August 21-23 
Tr tate 2 ‘ 
Shore Lodge 


GENERAL L-P GAS TANKS 
20 1b.—40 Ib.—60 Ib.—100 Ib. Cylinders 


Complete Line of Accessories for Single or Double 
. Regulators—Valves—Racks—etc. 


Hook-ups . 


Everything that is needed for complete Bottle 


Gas Installation. 


General Processing Corporation 
Main Office and Factory: Quincy, Michigan 


West Coast Division: 
10854 E. Central Ave., El Monte, California 
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A moving circular platform at the 
recent New York State Fair con- 
tained as many LPG-using appliances 
as could be placed on its 15 ft di- 
ameter. A blue flame mounted on top 
of a 420 gal. cylinder served as the 
center of the display and attracted 
the 530,000 people who visited the 
fair during its 10-day stand. Twenty- 
seven manufacturers and suppliers of 
L. P. gas appliances, equipment and 
containers cooperated in the promo- 
tion. Standing on the display are two 
of the 30 industry people who volun- 
tarily manned the display. They are 
Joe Gusmano and Henry Klump of 
Mid-Hudson Gas Co., Poughkeepsie, 
N. Y. John Ganey, Fuelane Corp., 
was chairman of the committee in 
charge of the project. 


ASSOCIATION NOTES 


During the recent meeting of the 
Del-Mar-Va Gas Association the fol- 
lowing men were elected tc serve the 
group during 1960: president, Robert 
Carreau, Chesapeake Propane Gas 
Corp., Easton, Md.; vice president, 
Jack Peacock, Eastern Shore Gas Co., 
Pocomoke City, Md. and secretary- 
treasurer, D. M. Stavely, Chesapeake 
Propane Gas Corp. 


The West Virginia LPGA, Hope 
Natural Gas Co., and Amere Gas Co. 
jointly sponsored a gas display at the 
recent West Virginia State Fair, 
Lewisburg, W. Va. “Gas Does It Bet- 
ter—For Less” was the theme of the 
display which included many domestic 
appliances that utilize gas. 


Edward Dozier has been appointed 
executive secretary of the Arkansas 
LPGA. He succeeds O. L. Dailey, Jr., 
who resigned to head Dailey Distribu- 
tors. Dozier has been a resident of 
Fayetteville for the past 12 years. He 
studied business and journalism at the 
University of Arkansas. 
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better than 
an apple 


a day... 
. . . because the Visible gauge helps 


mothers all over the world keep the doctor away from 
their door ... helps keep their families secure and 
healthy, no matter what the weather. When the homemaker 
checks the Visible gauge, she knows she'll have hot water 
aplenty for sterilized-clean dishes and clothes ... 
heat to prepare hot meals . . . warmth for her family's 
comfort and health. 
All kinds of people everywhere—from the taxi driver in 
Jersey City to the poultryman near Little Rock—have 
placed their trust in Visible, because Visible means 
years of accurate, dependable performance... 
performance that has made the Taylor Visible 
gauge the largest-selling LPG and NH3 float 
gauge in the world .. . the ‘Standard of the Industry."’ 


SQUIBB APELYY OR 


tN CORPORATE DSO 


1213 SOUTH AKARD ° DALLAS 





er Ue wih Fs 9 BUTAMEPRODANE 
, 


Developments Each Month 


by subscribing to 
1¥8 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


(0 Check herewith C Bill me C1) I year $2.00 () 2 years $3.00 


Street 
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CLASSIFIED Acvertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the Ist of the month preceding publication. 
Address: Classified Advertising Materials, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with 1 pt. border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased. 








UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 





SITUATIONS WANTED 


EXPERIENCED AND WELL QUALIFIED 
n Sales and Management of Butane Propane 
ints References exchanged Reply Box 1, 
BUTANE-PROPANE vs, 198 So. Alvarado 
st., Li ngeles 57, Calif 
LPG. PLANT, DISTRIBUTION and Utili 
tion experience Good reference Free to 
Supervisor nd/or sale work desired 
6 years old feply Box BUTANE-PRO 
PANE News ‘ Si Alvarado St., Los An 
les , Calit 


MARCH GRADUATE GAS FUEIT DE 
PARTMENT Southern Technical Institute, 
ur of Georgia Tech, five years’ previous ex 
peri € position in technical sales 
ork Draft exempt Married Prefer West 
n location Write Gary L. Jordisor 03 

Fech-Lawson, Chamblee, Georgia 


t 
j 
en des 


WHOLESALE-RE TAT I MANAGER 
DESIRES to relocate 15 years experience in 
th L..P. business covering every phase. Man 

large operation at present Resume of 
hackground available Reply Box 8, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif 


HELP WANTED 


MANAGER--GROWING PENNSYLVANIA 
| experienced manager with 
ichievements. Real opportunity Fringe bene 
fits. Information will be treated confidentially 
Reply Box 3, BUTANE-PROPANE News, 198 
So. Alvarado St., Los Angeles 57, Calif 


eration seeks 


EXPERIENCED MANAGER—ALL PHASES 

Retail Bottled and Bulk operations. Send 
detailed history and qualifications. Reply Box 
1, BUTANE-PROPANE News, 198 So. Alva 


rado St., Los Angeles 57, Calif 


large 





HELP WANTED 
REAL OPPORTUNITY 
Growing LP-Gas distributor has need for 
men with both operation and sales experi- 
ence to manage LPG plants. Write giving 
experience and salary requirements 
BOX 7, BUTANE-PROPANE News 
198 So. Alvarado St., Los Angeles 57, Calif 











BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
elling petroleum properties throughout Midwest 
Have number desirable plants for sale OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota 


FOR SALE: BOTTLE AND TANK Business 
Good equipment. Excellent earnings. Price 

ferms to responsible party Reply Box » 
BUTANE-PROPANE News, 198 So, Alvarado 


St., Los Angeles 57, Calif 


BUSINESS OPPORTUNITIES WANTED 


WANTED TO PURCHASE: RETAIL LP 
GAS business in Midwestern or Southeastern 
states. Reply Box 53, BUTANE-PROPANE 
News, 198 S. Alvarado St., Los Angeles 57, 
Calif. 
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FOR RENT or LEASE 


6,000 to 30,000 PROPANE STORAGES | for 
sale, rent or lease Financing and installation 
ivailable. Reply Box 38, BUTANE-PROPANE 
ews, 198 So. Alvarado St., Los Angeles 57, 
Calif 


FOR SALE — TRUCKS - TRAILERS 


750) to 8200 GALLON TRAILERS—T-1 and 
02 Steel-—-$7795.00  reconditioned—-New Re 
caps —will deliver 700 miles—Phone JE 6-1730 
PAT & CHUCK SUPPLY CO., “The Trad 
ingest Monkeys in Texas,” Ft. Worth, Texas 


USED PROPANE DELIVER\ rRUCKS, 
00 GALLONS W. ¢ Presently in use and 
being replaced with larger units United Pe 
troleum Gas Co., 4820 Excelsior Blvd., Minne 
ipolis 16, Minnesota 


1953 CHEVROLET, 1700 GALLON W.C., 
single barrel, Neptune Print-o-Meter, liquid anc 
vapor hoses, g condition Price $2,500.00 


( W Pulver, Inc., Bridgehampton, N y 


USED PROPANE DELIVERY rRUCK, 
1200 gal. W.C, twin Parkhill-Wade unit. Only 
driven 30,000) miles Bottled Gas Service, 
5915 Sepulveda Blvd., Culver City, Calif 





TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 


LMC PAYLOADER 


Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas 








FOR SALE 
A QUANTITY OF _ 7200 - GALLON 
NECKDOWN TRANSPORTS. 
Excellent Condition, Good Rubber, 
AIRIDE TANDEMS. 
TRINITY STEEL, INC. 
LVD 


400! IRVING B 5 DALLAS, TEXAS 
Fleetwood 7-396! 








BULK TRUCK UNITS 


NEW UNIT, ready to roll, at $6500 
can be financed (we carry our 
own paper) for $650.00 DOWN 
and 36 payments of $187.54, 
INCLUDING INTEREST. 
Immediate delivery all sizes with 
any make truck. 
Used Units also. We Trade. 
Preston Grace 


WHITE RIVER DISTRIBUTORS 
Ph Ri-3-2374-Batesville, Ark. 


FOR SALE—TRUCKS - TRAILERS - Cont. 


TRINITY BULK TRUCK UNITS 


In stock, ready for immediate delivery. 
Buy early and avoid steel price in- 
creases. 

Write, wire or phone RAY REEDY 


TRINITY STEEL CO. 
Dallas, Texas 
Phene: FL-7-3961 


SPECIAL NOTICE! 
BUTANE-PROPANE DEALERS 


Earn More Money Hauling More Gas 
and Less Steel .. . Load and Unload 
Faster 


Balanced Nor-Tex units escape the annual 
Federal tax on trucks that weigh more than 
13.000) Ibs.! Users everywhere praise the 
Nor-Tex 2500 WG = Single Barrel Payload 
Special of 202B X-rayed material Weighs 
only 12.890 Ibs.! Completely equipped with 
High Flow Plumbing, Meter, Hose, Hose 
Reel, Fire Extinguisher and mounted on cab 
forward truck with 108” cab to axle dimen- 
sion Increased capacity pump boosts de- 
liveries to 50 GPM. Vapor manifold permits 
easy simultaneous loading and unloading 
of twin tanks with ther compressor or 
liquid) pumps. These »pular, carefully en- 
gineered and sleek designed Nor-Tex Single 
and Twin units are produced in four attrac- 
tive models: The ‘“Standard’’—-The ‘‘Cus- 
tom’’—-The Payload “‘Special’’ and the ‘De 
Luxe.’’ That's not all! Twin units. up to 
2000 WG, are mounted on 84” cab to axle 
Start hauling more gas and less steel Do 
it profitably and in much less time 
For prices, phone, wire or write 


NORTH TEXAS TANK CO. 
Denton, Texas DUpont 2-5416. 




















FOR SALE—TANKS - CYLINDERS 


GOOD USED 100% PROPANE CYLIN 
DERS and regulators, f.o.b. Midwestern ship 
ping point Reply Box 6, BUTANE-PRO 
PANE News, 198 So. Alvarado St., Los An 


geles 57, Calif 


USED 27 GWC PROPANE MOTOR FUEL 
tank, 14” x 45”, side fitted, float gauge, good 
condition Write or call M. Steinhauser, 6 
Robert St., Rockaway, New Jersey 





SKID TANKS 
— IN STOCK NOW — 


3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 
Lubbock Machine & Supply Co., Inc. 
P Drawer 1589 
Lubbock, Texas 














STORAGE TANKS 
Immediate Delivery 
250% WP Propane Storage Tanks, 8,250 WG 
through 12,450 WG; 72” diameter; 10,170 WG 
through 16,800 WG; 84” diameter; 15,200 WG 
through 20,500 WG, 95” diameter. Ready fer im- 
mediate delivery, our truck fleet. ORDER EARLY 
and AVOID STEEL INCREASE. 
Write, wire or phone RAY REEDY 
TRINITY STEEL CO. 
DALLAS, TEXAS 
Phone: FL-7-3961. 
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FOR SALE—TANKS—CYLS.—Cont. 


ALL OR PART OF STORAGE PLANT with 
two (2) 30 M tanks, Compressor, Vaporizer, 
Pump, etc. complete. Reply Box 10, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 


Angeles 57, Calif. 





PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc.” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Miss. 








USED DELIVERY TANKS 
i—1040 Twin on 350 GMC—1954 model 
Very Good Condition 
i—1200 Twin-Tanks only 


iti 
1—1430 Twin on 1951 Chev. Butane Powered 
Fair Condition 
LUBBOCK MACHINE & SUPPLY 
PO 25261—Box 1589—Lubboek, Texas 














FOR SALE—MISCELLANEOUS 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229. 





DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 





FOR SALE: BAKER ALCOHOL PUMPS 
A must if you are in the gas business. Sure 
cure for moisture problems. Hydraulically de 
signed for injecting alcohol into propane-butane 
tanks against pressure. Send $59.95 for pump 
complete with fitting Baker Engineering, 
Malone, New York 
SPECIAL SALE: Two—single axle propane 
tank trailers. One—Black-Sivalls, twin tank, 
4120 gallon capacity. One—Quaker City, 4,000 
gallon capacity Both with 5 h.p. electrical 
pump motors. Terms Available. Berman Sales 
Company, Pennsburg, Penna. ORleans 9-7911 


SURPLUS EQUIPMENT DISPOSAL—Pro- 
tane Materials Warehouse, Erie, Pennsylvania 
A wide assortment of useful items including 
r & P relief valves, burner jets, torches, tips, 
electrical equipment, Kemp Carburetor, valves, 
electric hoist, Viking pumps, straight and taper 
shank drills, stove bolt, machine and pipe taps, 
tools, plated machine and stove bolts. All rea 
sonable offers considered—-Send for list of items 
of interest. The Protane Corp., 302 E. 131st, 
Cleveland 8, Ohio. Service Engr. Dept., Phone 
GLenville 1-5220 





SERVEL GAS REFRIGERATORS 


At Special Off-Season Prices 
W600A—6 cu. ft. 
BN600A—6 cu. ft. 
S600A—with Cross-top Freezer 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 


196-11 Northern Blvd. Flushing 58, N. Y. 
Phone Flushing 7-616! 








FOR SALE—MISC.—Cont. 


PROFESSIONAL SERVICES—Cont. 





LP-GAS BUSINESS CARDS, beautifully em- 
bossed. $4.95 per 1,000 postpaid. Newspaper 
mats, folders featuring superior advantages of 
Gas. Write for samples. Batsch Co., Camp 


Hill, Pa. 


FOR SALE—IMMEDIATE DELIVERY! 


Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. C etel 


LET MY 30 YEARS OF PRACTICAL “LP” 

experience assure you maximum profits. Equip- 

ment revisions, property evaluations for sales 

or refinancing, and assistance on legal suits also 

supplied. Floyd F. Campbell, anagement 

—_—s 821 Crofton Ave., Webster Groves, 
0. 





automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 


FOR SALE: TWO GAS AIR VAPORIZER 
mixers, 10,000 cu. ft. cap per hour’ each 
Poeppelman Gas Co., Osgood, Ohio 





FOR SALE 
Two (gasair) vaporizers for propane size 
(VM4T). Complete with surge tank (20 
ft long by 5 ft diam.) with all connec- 
tions. No reasonable offer turned down. 
Write or phone: 
WOOD OIL COMPANY 
Depot & Cottage Street, Camden, Ohio. 
Phone: GLobe 2-1415 











SERVEL REFRIGERATORS 


4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Clean—Guaranteed—Low Cost Shipping 
FRED A. BROWN COMPANY 
170 W. Cumberland St., Phila. 33, Pa. 
Est’d 1918 Call Collect RE 9-1130 











WANTED—MISCELLANEOUS 


WANTED: USED 18,000 GAL PROPANE 

storage tank with fittings, to be used in_ the 

State of Ohio. Reply Box 9, BUTANE-PRO- 

PANE News, 198 So. Alvarado St., Los An 
57, Calif 


geles 57, 





BUSINESS RECORDS 





BUSINESS RECORD _ FORMS. ALL 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries. 1000 sets (3 part) imprinted with name, 
address and telephone. $18.00 per 1000 sets. 
Advise make of meter. DEGREE DAY SYS- 
TEMS, Dept. BP WOODSIDE 77, L. I., N. Y. 





SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with petroleum price 
cards, customer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic Rack, etc. 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 





PROFESSIONAL SERVICES 








PROPANE GAS PLANTS 
ANHYDROUS AMMONIA PLANTS 


nr. Ig a and , jatliac 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 
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L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P. ©. Box 1662 Houston, Texas 








The KNOW-HOW 
BOOK for LPG 
© DEALERS » SALESMEN * SERVICEMEN 


The Bottled Gas Manual has been 
accepted by many companies as 
the quickest way to acquaint new 
sales and service men with typical 
bottle gas problems. This 352 
page (24 chapter) text book brings 
practical “working” facts to your 
entire staff in non-technical lan- 
guage. Nearly 10,000 copies in 
use. 
$4.00 per copy 
We pay postage on orders accompanied 
by check or money order. In California 
add 4%, for sales tax. 
Butane-Propane News 
198 S. Alvarado Street, Los Angeles 
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"You the guy that needs a lighter filled?” 
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acf 


pressure 
vessels 
of HIGHEST 


GUARANTEED QUALITY because, in addition to the life of the tank. Steel-grit-blasting inside assures per- 
our own rigid inspection, all tanks are National Board _ fectly clean, trouble-free installations. 


approved and are inspected and certified by Hartford ; ; 
STANDARD SIZES from 6,000 to 30,000 gallons 


and more, entirely fabricated at @ Cf, assures prompt 
STEEL-GRIT-BLASTING removes all mill scale delivery and economy, easy specifying for your needs. 
before prime coat of paint, provides a superior bonding Optional features include integral steel saddles, Uni- 


Steam Boiler Inspection and Insurance Company. 


surface that assures lower maintenance cost throughout formed one-piece flued manway. 


Write for the free four-page bulletin, Storage Tank 
“ACF Storage Tanks”, or ask any propane, chlor 
American Car and Foundry = gerant gases 
Sales Office fora copy. ropane Transt S 
‘ is AMERICAN CAR AND FOUNDRY Chemical Transports 


N OF ACF IND NCO i Safety Valves 


a er” 
750 THIRD AVENUE, NEW YORK 17, N.Y a 





Is gas loss 


urglarizing ( 


our profits 
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Vapor meters guarding your services will un- 
cover and cut your “‘lost gas”’ problem to a very 
small percentage. Meters furnish a positive 
record against which to check the gas you sold 
against the gas you purchased. You'll know 
exactly how much gas each account consumes. 
So with this knowledge you will have positive 
inventory control. 

Incidentally, your metered customers will be 
better satisfied and more loyal. That’s because 
nothing builds confidence like an invoice based 
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on a meter reading—one that can be verified 
on the spot--and an invoice that can be paid 
painlessly since it covers only the gas actually 
used. 


In all, there are seven basic reasons plus many 
others why you should go to vapor metering. 
They are described in our bulletin ADV-41. 
Write for your copy today. Rockwell Manufac- 
turing Company, Pittsburgh 8, Pa. In Canada: 
Rockwell Manufacturing Company of Canada, 
Ltd., Guelph, Ontario. 
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will improve your profit picture 


YOU'LL SELL MORE GAS 
WITH THIS VAPOR METER 


This is the modern meter for a modern fuel. 
You can use it with profit to attract new cus- 
tomers, to hold and increase the gas usage of 
present customers. It’s lightweight, compact, 
easy to install. Has ample capacity for prac- 
tically every service—up to 240,000 Btu’s 
per hour. 


LP-GAS VAPOR METERS 


another fine product by 














